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Each Man 


Why, doesn’t the retail shoe 


trade offer a more inviting prospect to bright and 


ambitious young men anxious for a business career in 
shoes ? 

The retail shoe industry is a sizeable business—actually 
it is a billion dollar industry at retail. The appeal in 


shoes is universal for everyone wears shoes. 


There ought to be splendid opportunities for young 


men in shoe stores. 

Why isn’t the retail shoe salesman earning more 
money on the average? Why isn’t the chance for real 
success as bright as it ought to be? The answer is plain 
enough. 


a plane of net profit. If 


The retail shoe business of today is on too low 
anything, the tendency is 
toward even a lower scale. Merchants are not making 
the profits for the money invested and the effort ex- 
pended. 

There is no doubt that shoe merchants universally are 
paying their salesmen all their business can reasonably 
stand. How then can the retail shoe salesman help to 
make his present place and his future chances better? 
The only answer—by helping his employer to make 
actual profits. 

In the great change that must take place in the present 
status of retail shoe selling, the clerk has a very large 
and important work to perform. It is on the shoulders 
of the clerk that the burden of getting more shoes sold 
right must be placed. If that clerk can get more money 
from the customer he will inevitably improve his own 
salary standing. 

Ask any retail shoe salesman if he is satisfied with 
what he is making. The inevitable answer is “No.” 
He certainly wants to make more money. There is just 
one real way to be sure to get more salary. Here it is: 
make more money for your employer. 

How can you make more money for your employer 
you ask? Grade up your selling. Endeavor to sell the 
Don’t always reach for the 
Those shoes move from 


customer a better shoe. 
lowest price, easiest sellers. 
the shelves to the feet almost automatically. 


to His Job 


Endeavor to sell the customer more than one pair at 
at a sitting. Cooperate with your employer to move the 
goods that represent profit. One of the things that every 
retail shoe store salesman can do right now is suggested 
by M. M. McCain, who certainly has made rapid progress 
from the fitting stool to the proprietorship of a large 
business of many stores out in St. Louis. He says, “The 
first national job to be done is to get the minds of our 
salespeople away from the current pessimism of the 
business world, for one of the weak links of distribu- 
tion is at the point of sale.” 

No salesman can afford to present a gloomy face to a 
customer who has money to spend. Let the owner of the 
store worry about the economic situation. That's what 
he is there for. A stimulating cheerfulness over the 
fitting stool, an honest effort to give the customer the 
utmost in style, service and value—those are the things 
that every salesman must do right now. 

His not to reason why business is not what it ought 
to be. 
this morning, another extra pair this afternoon. And so 


His is but to do and try—to sell one extra pair 


by pegging at sales he increases his book. 


Tre merchant knows what 


he must do to stay in business. It is not for you to do 
those other things that might put him out of business. 

Your field of activity is between the shelves and the 
customer. His field of activity is all the wide world of 
selection and finance as it applies to his particular little 
business. 

Now is the time to plan your work and work your 
plan. It is not for you to say who are the “thumb 
twiddlers” in your store but to guard against yourself 


being classified with the “garter-snappers.” The future 


of every retail shoe store salesman is in his own hands. 


flaltE TL flecdlorers 


Editor 





What Will the Well Dressed] A 


The Wool Institute reports actua 


Wit men will wear this 


fall is of great importance in determining colors in foot- 
wear and the types of footwear. A new distinction is 
coming into men’s dress. Better taste is already here. 
Fortunately the men’s clothing industry has a coordinat- 
ing system of actual cloth purchases and cutting as one 





enmatamane ven chika 
SATA le 


ee 


“We have fifty millions of men supposed to work. 
Some three million may be out of work, but the thing 
we retailers must certainly do is to keep busy on the 
forty-seven millions now employed. They have to 
keep dressed fairly well to keep their jobs, so out 
of each customer we must extract in a nice way every 


shoe dollar we can.” 
“SPIKE” ARNOLD, 


Kansas City, Mo. 


of the branches of the Wool Institute. Here is wha: 
they have to say as a picture of the coming season 

Hardly any man can tell several months in advane; 
what color suit he is going to buy next, so it is evicen: 
that the men responsible for styling the samples offere; 
by woolen and worsted mills, or those who act as buyer: 

for wholesale clothing lines and retail store 
do not have easy jobs. Meeting the genera 
demand for men’s clothing, like a golf swing 
is largely a matter of timing. Offering th 
right thing too soon is just as bad as having 
the wrong thing at any time. 
Many of the most successful mill-me 
and clothiers are of the opinion that 
becoming more of a problem to get ow 
a line that will sell; not merely becaus 
consumers seem to developed _ bet 
ter taste, or because the number of young 
men who insist on having exactly what the 
consider proper style is rapidly increasing, bu 
mainly because there is altogether too muc¢ 
loose talk spread around the trade about what 
is, or what is not, in fashion. Constant circw- 
lation of conflicting opinions as to the av- 
thenticity of different styles kills the bes 
efforts of capable stylers and buyers of clot! 
and clothing, and brings, in addition, continu: 
ous trouble and losses to each individual con- 
cern in both industries. 

Frequently certain colors are widely pro- 
moted as being “the latest fashion” long be 
fore they have been woven into cloth. Simil: 
groundless claims, together with inspired sty! 
propaganda mixed with honest but inaccurat 
predictions, biased ballyhoo, tom-tom beating 
of fly-by-night houses, and occasional mis 
statements of fact tend to cseate in the mens 
wear industries what amounts to a false 
synthetic demand. 

As a result of misinformation and uncet- 
tainty as to the demand, mill-men and clothiers 
lose both time and money by making or buy- 
ing styles that cannot readily be sold to th 
public. Working capital and credit 0 
clothiers who place their faith in hunches, 0 
in style forecasts that prove inaccurate, is tie 
up tight in merchandise that moves out ver! 
slowly, or must be disposed of eventually 2 
a loss. Meanwhile, of course, these distribu- 
tors of cloth or clothing are not in the market 


have 
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buying records on fabrics 


for more goods,—and producers wait for the orders. 
The brakes are put on business in still another way. 


dvane; Salesmen for mills and clothing manufacturers say they 
ae re . ° > - « o.6 
‘Vien miss a discouraging number of important opportunities 
tered to sell goods because some 


buyers of their customers become 


StOTes so cautious when faced 
renera with contradictory state- Four months actual business placed 
; . ’ in preparation for the fall selling 
Swing, ments regarding stlye that season. From top to bottom the 
divisions are checks, plaids, plain 
and small weaves, stripes. In color: 
blue 29%, brown 31%, gray 32%, 
miscellaneous 8%. 


Chart No. 1—Percentage of orders £ 
for fancy worsted suitings for fall. S 


they hold off buying even 
their normal requirements. 

Then, too, nearly every 
concern in the cloth or 
clothing industries must deal at one time or another with 
buyers who cancel their orders for no reason other than 
they have read or heard some foolish report that the 
colors or patterns they have selected soon will be, or 
have already gone, out of fashion. These needless cancel- . 
lations, even the ones received by clothiers, work back 
and hit mills. 

The conditions that men on the firing line complain 
of might appear on the 


surface to be of minor im- 
Chart No. 2—Four months orders 


he au- portance, but it is true 


e best 
f cloth 
yntinu- 


nevertheless that the busi- 
ness of all mills and 
clothiers is slowed down, 


in fancy woolen suitings over $1.50 
per yard. By pattern—checks, plaids, 
small weaves, stripes. Note increase 
in small weaves. In color: blue 
13%, brown 46%, grays 37%, 
miscellaneous 4%. 


ul con capital turnovers are 


fewer, unnecessary inven- 
Ae vis tory losses are taken, and the prospects of concerns able 
ns be to supply salable goods are hurt, because fictitious and 
prenee misleading information is broadcast about what is in 
fashion for men. 

Fashion in men’s clothing, considered from a practical 
standpoint, is what men actually are wearing ; not neces- 
sarily what is being offered for sale. It takes more than 
one swallow to make a summer, as the saying goes, and 
it also takes more than one suit, seen here and there, to 
make a fashion. Many men must be wearing a specific 
color or patern to give it fashion importance. It must 
follow then that the greater the number of men wearing 
any particular color or pattern the more truly that color 
or pattern can be said to be in fashion. 

The colors and patterns that are in fashion in men’s 
clothing can be determined 
definitely at any time by 
actual count. Each month, 
the Wool Institute makes 
an analysis of the orders 
[TURN TO PAGE 58, PLEASE] 


Chart No. 3—Percentage of orders 
for fancy woolen suitings under 
$1.50 per yard—checks, plaids, 
plain and small weaves. stripes. 
In color: blue 9%, brown 49%, 
gray 39%, miscellaneous 3%. They 
show the color trend for fall. 
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Sell in Combination 


Wis do spats do for a pair of 


“dogs”? Conceal the socks, warm the ankles or give that we 
dressed appearance? The mistaken theory was that a pair of spat 
covered the spots. The new theory is that a pair of spats tone up 
the entire costume, particularly the shoes. So here we are six we« 
ahead of spat time. 
The first spats of the season are for dress and now styling in spat 
gives us fawn spats to go with brown shoes, grey spats to go with black 
shoes, tone spats to go with sport suits, black spats to go with evening 
dress—there is a spat for every occasion. 
There are four items that go well together—shoes, spats, hosiery a1 
garters. The first spats of the new season are dress spats. Those {01 
warmth come later. 
No one can deny that spats add greatly to every man’s personal ap- 
pearance, nor can anyone question their utility and comfort in fall and 
winter weather. If you are a spat wearer you know these thin 
If not, you have missed many days of solid comfort. 
The fact that men are beginning to wear spats is but of second 
interest to dealers catering to men’s wear. The real feature is t 
spats are doing more than almost any other thing to make men consci- 
ous of their appearance. This means more sales of shoes and cloth 
of all kinds. A man must be clothes conscious when he wears spits 
He just cannot help it, and he just cannot wear shabby shoes with spat 
Whatever the cause, the men who follow men’s dress, look fo 
good season in spats this fall. One of the strong influences is th on 1 
growing popularity of the formal Chesterfield type of overcoat. Ther af ti 
is nothing that makes a man conscious of the rest of his clothes as the out! 
formal touch of spats. In selling the combination of shoes and spits. so ¢ 
it is well to keep in mind the shoes that look best with spats are ain and 
and simple stitched models. Heavy brogans that go with the winter 
type of shoe do not lend themselves to spat dress. We show on t! 
pages types of shoes and spats that have “something in common” \ 
the cash register. 
In a survey of spats in the making, we find that the average- 
orders for the coming fall season show 50 per cent light grey, 25 
cent light fawn, 15 per cent dark grey, 10 per cent dark fawn. I 
asme study we found the following to be true of sizes: 8 per cen! 
‘ all the spats ordered are on size 6; 21 per cent on size 7; 30 per 
on size 8; 25 per cent on size 9; 12 per cent on size 10;.4 per cent 
size 11. In reducing this to run of sizes per dozen, we find that 
approximately: 1/6, 2/7, 3/8, 3/9, 2/10, 1/11. 
The spat season is evid 
; lengthening out. Last year it w 
ae ule as ae ee short season with an excellent 
are first style, second for- : 
mality and third protection, the season is short or long the 1 
must they blend into the to do is to open up with an ade 
colors of men’s trousers? On stock and to use window stickers 
these two questions rest to some phrase such as “This Is 


ome d s of shoes . . ae 
SS eee spats you Season” or “Spat-Time.” Such | 


want this fall and winter. entation of spats in the window influ 
The selection of shoes is ences early selection. This one ' 
tuned to Spat-Time. is certain: the old prejudice ag 


over and a real speed of sales. Wh: 
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Trim Oxfords— 
Tailored Type Spats 


spats has pretty well disappeared. Spats now have a real place 
in men’s style. Considerable publicity and advertising over 
the radio is to be featured during the fall football season be- 
cause merchants have found that for football stadium use 
nothing takes the place of spats. 

Sell spats to emphasize color harmony—the fawn for brown 
suits, the grey for black, blue and grey suits, the deep fawn 


with russet brown shoes, and the black spats with evening 


footwear. 

linen spats in black, white gray and tan were successfully 
featured this summer by Martin’s men’s shop in Brooklyn 
and sold by the hundreds of pairs. 

Last fall John J. Gray, buyer for the shoe department of 
Martin’s heard numerous complaints that felt spats, which he 
had been handling upto that time, were too hot for summer 
usc. Men wanted spats for summer dress occasions, to be 
worn either with sport or evening clothes and Gray began 
thinking about the idea. He found he could buy summer spats 
in white linen, natural linen and sail cloth, which would retail 
at from $3 to $4.50 a pair, and proceeded to stock them. 


Mi artin’s sells men’s shoes 


on the ensembie idea and each salesman in every department 
of the store is trained to suggest to customers a complete men’s 
outfit including shoes, slippers, suits, hats, neck ties, shirts and 
so on. The spats were fitted into the shoe and hat ensemble 
and began to sell rapidly. 

“We find,” Mr. Gray said “that men like spats for summer 
wear when they are cool. Linen and sail cloth fill this require- 
ment and do not heat the ankles. The black spats sell for 
evening wear; the white, for sport wear with white trousers 
or light suits; and the gray and tan go with light business 
suits. 

“Our first black linen spats were sold last fall to go with 
black soft hats for evening wear. About 80 per cent of our 
evening wear trade bought these spats. We could not have 
sold the felt ones as they are too warm for dancing. 

“This spring we stocked the light colors for the first time 
and included them in our quarter page newspaper advertise- 
ments of ensembles for men. With the dress suit and top hat 
we include black gun metal plain toe oxfords linen spats. 
The light taupe sail cloth spats we sell with tan or fancy oxfords 
and the white spats go usually with black and white fancy 
shoes 6r with plain white buckskin or canvas. We shal! use 
the same line of spats next summer with a finer linen.” 

The Martin shoe department is also featuring higher and 
narrower heeled shoes for men. “We are using one and three 
eights inch heels, a quarter inch higher than the standard men’s 
heel,” Mr. Gray said. “They are a novelty and men find they 


[TURN TO PAGE 58, PLEASE] 
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“If | was order- 
ing 1000 pair of 
spats, | would 
order 500 pair of 
light grey, 200 
pair of dark grey, 
200 pair of light 
fawn and 100 
pair of dark 
fawn. | would 
buy in sizes 5 
per cent of 6's, 
15 per cent of 
7’s, 30 per cent 
of 8’s, 30 per 
cent of 9's, 15 
per cent of 10's 
and 5 per cent 
of 11's.” 


G. A. Bernstein, 
Chicago 





Naturally, the last word 


of the title of this article will flash across our mind as 
being the word RIGHT—however, shall we leave that 
sentence unfinished and supply an assortment of usable 
finals, such as No. 1—Saleable; No. 2 Color-Minded; 
No. 3—Style-ight ; and finally the word “Right,” in the 
manner in which it should be supplied. 

Proceeding with No. 1—Saleable—may we take a 
retrospective view of the shoe store of, say twenty years 
ago. When the customer then entered a store or depart- 
ment anytime from October almost to April, it would 
have been a quite safe gamble that he or she was in the 
market for a high shoe—the principal question being 
as to the preference for a button or lace type of fasten- 
ing. The low shoes, if there were any hold-overs from 
the previous summer season, and there invariably were 
many, for the styles varied hardly any from year to year, 
these low shoes were stored away either in the basement 
or an up-stairs, out-of-the-way stockroom and remained 
untouched until well into April. Quite rightfully, one 
could then have claimed that the customer was always 
saleable. The sales-person was hardly more than a 
check-writer. The approach was more often a colorless, 
lanquid, matter-of-course affair. The entire transaction 
was more or less mathodical. 

Just as the skyline of every community of proportions 
larger than a township has radically changed from the 
squatty building line vision of two decades past, just so 
have the methods of merchandising footwear of fashion 
undergone a marked change. The pep and snap of the 
moderns demand a like display of merchandising smart- 
ness, from the original designing of style to the ultimate 
sale. 

It would be foolhardy even to venture to claim that 
every customer is saleable to the point of an immediate 


CUSTOMER |is 


By A. RAY WEBSTER 


sale, but let that customer become impressed with the 
character of the merchandise shown and the wholehearted 
interest displayed by a quick moving, courteous sales- 
person and you can bet either your bottom or top dollar 
that patron will return to purchase at some future time,, 
due solely to the impression made in that particular 
instance. 

While partially on this subject of service, may we 
bring to your attention a matter which many many times 
has caused more ill-feeling and has torn-down all of the 
good-will created after long, careful planning and 
thought by the executives of a progressive organization. 
We have in mind—Unkept Promises. If you value your 
peace of mind to any degree whatsoever be certain thiat 
you side-step this issue when it appears—do not let it 
entagle any member of the organization. 

Due, in most cases, to the sales person’s eagerness fully 
to please the customer in the matter of delivery of a 
special order, dye or repair job, assurance, if not a 
promise, is given, of a delivery date without properly 
consulting the source from which correct information 
could have been obtained. Through some unforseen 
reason, possibly a condition beyond all control, the de- 
livery is not made at the time promised—all unknown 
to the sales person at that time. Of course, we are re- 
ferring to a large volume business where it is almost im- 
possible to have an executive contact with each individual 
sale, unless his attention is drawn to it by the sales person 
at the time of the transaction. However, it is possible, 
if not quie common, to have such cases occur in a business 
of comparatively smaller size and a correspondingly less 
volume of sales. 


| or if you will, that 
customer all dressed up for some important social 
function or ready to leave for an extendéd journey and 
no shoes having been delivered—shoes to complete the 
costume planned to be worn after considerable delibera- 


tion. Here is created a feeling of ill-will, a bitter 
appointment in most cases, which all of the most sua 
and earnest apologizing by the executives, will not com- 
pletely erase. 

The customeris always saleable—In conclusion, \ 
it is a most arbitrary statement as it stands, the fact 
remain that he patron can be conditioned, if you wil 
ke impression created, to the point of making positi 
recall and assuring the closing of some future sale. 
would not claim that the customer of today is less 
able than the one of 1910—quite the contrary—duc to 
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Mis ALWAYS 2??? — 


Salable—Color-Minded—Style-Conscious—Right ? 


the almost inexhaustible features of style, allowing far 
more sales suggestion than existed twenty years ago. 

The customer is always color-minded—By this affirma- 
tive is implied the theory that the woman patron of today 
quite as fully understands the color situation as does the 
sales person. 

In acual experience in the top grade retailing of ultra- 
smart footwear, we have frequently noticed the patron’s 
desire to be correctly advised by the sales person, thereby 
offering a real opportunity to be of appreciated service: 
The way is clear to suggest by actual showing, an array 
of color schemes. 


The patron may come to 


think of several gowns or daytime frocks whereby their 
chic appearance may be more fully enhanced by the use 
of either kid skin or fabric footwear in matching or 
harmonizing shades. In other words, show shoes, do 
not merely sit and tell the customer what beautiful colors 
there are in stock and endeavor to create desire in such 
amanner. Remember, complaints against a sales person 
are registered only because the customer feels a reaction 
of indifference through not being shown a selection to 
choose from. We have yet to hear of any complaint 
made because of too many styles being shown. The 
clever sales person knows full well where to stop this 
side of the line of confusion. 

For the woman patron who is color-minded, who has 
a definite plan she desires to carry out, the methdo of 
building the sale can only be through the variety of 
materials ein the shade she plans to use. Even in this 
case there is the ever present opportunity of selling other 
colors in addition to that which she came in to buy. One 
of the problems in present day shoe merchandising which 
has the attention of store owners and department buyers 
is that of selling the extra one, two or three pairs—the 
method by which it may be accomplished. May we 
suggest—concentrate on shoes—show shoes—get them 
on the patron’s feet if possible—but show shoes. Too 
often the customer is annoyed with the bombardment 
of hand-bags, hosiery, buckles, polishes and what not. 
Surely, these accessories are all very well in their proper 
place but keep that place divorced from the business of 
showing shoes. 

The customer is always style right—absolutely..— It 
may only be notional that she cannot wear an open shank 
model but why antagonize her by insisting that she can, 
and in all probability she could, for this model has proved 
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itself to be one of the most comfortable models ever 
designed. 

A glance at the foot should readily determine the par- 
ticular last most suited to give the greatest comfort and 
from that point on, the sale building should progress 
along the line of leas resistance—that of catering to the 
customer’s own conception of style. 

There are those who will wear nothing but a strip 
opera model for daytime or evening use and feel per- 
fectly sure that they are style-right—and so they are— 
if that model pleases them. F 

Sales people are so apt to be dictatorial as to style 
favorites of the moment, that a sales resistance is often 
created. Far better is the course of catering to the cus- 
omer’s own whims, selling her idea of style and inci- 
In short, what- 
ever may be the customer's preference in stvle—that’s it. 
The Custoser Is Always Style-Right. 

The Customer Is Always Right—one of the most im- 
portant positions which calls for a natural born diplomat 


dentally cutting down credits by return. 


to fill, is that of the person upon whom falls the re- 
sponsibility of adjusting complaints. There are cases 
and many of them where the patron is entirely un- 
reasonable in demands, where a substantial loss must be 
taken in order to satisfy the case in hand, but we find 
that the most hostile, wither under the suavity of a 
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Getting More Shoes lle 
Sold Right 








“I do look for quite an improvement in the shoe 
and leather situation, a part of which is due to take 
place, in my judgment, in the next few months, that 
is the fall season from September to December, and 
I look for a reasonable improvement as we go into 
next year on Spring business. 

Shoes, during periods of depression, according to 
my observation extending now over nearly fifty years, 
suffer less than most any other article of general use, 
with the exception of groceries. In other words, 
shoes are more nearly a necessity to the average per- 
son than most other articles of apparel or household 


use. For this reason, the shoe business has gener- 


ally suffered less during periods of acute depression 
than many other lines.” 
JOHN W. CRADDOCK, 
Craddock-Terry Co., Lynchburg, Va. 


he hn he 


When Entering Fall 


DVICE is something that the business man gets 

freely, but the only sort of advice he should heed 

is that which can be analyzed into component parts of 

undoubted soundness. If you find any real value in 

what advice is offered you, incorporate it in your busi- 
ness. 

Here we stand at the threshold of what has always 
been the best selling season of the year—the fall. Like- 
wise we stand on the threshold of a time when we 
should open a mental ledger account with the future. 

If you think business is going “to the devil’: that 
there is coming a complete disorganization of the logical 
functions of social life, then the only thing to do is to 
lock your store, lock your mind and fear the lightning. 

If, however, you have seen crops ready for the 
harvest, barns ready for the filling, busy people going 





about their various works and a higher standard of | 
ing accepted and appreciated throughout this count: 
then you can have no fear of the future. 

Your one best entry in your mental ledger accou 
“my business tomorrow,” comes with your decision, 
will buy now to sell then at a profit.” 

Stand ready to look at lines of shoes when they 
shown you, and never forget that no worth while { 
tory can turn out a volume of shoes on the one hund: 
and one different lasts, patterns, leathers and trimmi: 
of the present vogue and do it on any immedi 
schedule. The shoe that holds its shape is one that 
a reasonable amount of seasoning on the wood. T! 
must be something more than the artistry of patter 
make it command a good price. It must fit rig! 
week after the sale. 

Take it from the best authority in the trade 
is a season in which every merchant owes it to him 
and his customer to maintain standards of quality 
acknowledge that standards of price should be a se« 
dary consideration, and that intense competition 
regulate the latter where only application, industry 
time can influence the former. 


& 4 te 


Don’t Cheapen Quality 


HERE are many articles, the cheapening of w! 


would be so disadvantageous that it were bet 
that a fair price were sustained no matter how 
and long the wail for price cutting. 

In footwear, where the concealed merits meat 
much, the starving of that particular grade to sat 
the price appeal is a menace to the service of the s! 
to the customer. There are hundreds of ways 
cheapening footwear—there is but one way of mal 
shoes right—the proper materials assembled and 
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at a proper price. A fair price for a worth-while 
article, having so much to do with the comfort and 
satisfaction of the wearer, warrants an adherence to 
quality. The shoe store that wins out will be the one 
which sticks to its grades and qualities no matter where 
the price fits. 


ah ty 


On a New Basis 


_ day has come to see how low you can make 
your prices and at the same time make a fair profit. 
Forget all about “how much you can get.” The mask 
must be pulled off and business must be done on a new 
basis. 

(he shoe and leather industry is rapidly approaching 


the absolute bottom of prices. The only thing that 


forced it was the pressure of merchandise, made up, 


on hand and depreciating daily. 

There has been too much spattering of one’s own 
business with praise and slamming the stuffings out 
of the other fellow’s business. The truth has finally 
prevailed and although it hurts like mischief it is going 
to do business a whole lot of good. The last few 
wecks the tanner has learned that bed-rock is the only 
The manufacturer certainly 
Now the merchant is 


hasis for new business. 
discovered it just as quickly. 
learning that shoes bought in wrong selection have a 
fitting-stool value that is as low as the cost, if not 
helow. 

If you have a shoe store and want to keep in business, 
have a range of prices on old merchandise that will 
permit you to live up to the slogan “Don’t Miss a 
Sale.” Get what the merchandise will bring. The new 
goods warrant a new style 


Stick to It—and Win 


HE most successful men in America are those who 

have stuck to the job of advertising through thick 
ind thin. Great fortunes have been made by courageous 
souls who started with a shoe string and won through 
to the heights via printers’ ink. And still there are 
many business men who cannot, or will not, accept the 
proofs. 

Here is a story that shows how one manufacturer 
was compelled to stay in the game and how he was 
enriched in spite of himself. It began in 1917 when 
hundreds of men were getting rid of excess profits by 
lavish expenditures of money in so-called “‘advertis- 
ing.” This individual called in an advertising agent 
and told his determination to start a great advertising 
drive. The wise agent, knowing what it was all about, 
agreed to handle the expenditure on condition that 
the manufacturer bind himself to continue the job for 
a term of five years. 

Soon advertisements began to appear and the manu- 
facturer strutted around his clubs displaying “my ad” 
and boasting of “my campaign.” For nearly three 
years he rode the crest of the wave. Then came the 
slump and the bottom dropped out. Frantically he tele- 
graphed and telephoned the agent: “Cancel every- 
thing.” The agent calmly referred to the contract. 
No agent was ever subjected to such pressure, abuse, 
threats, and tearful pleas. But he stood firm and re- 
fused to discontinue. 

3usiness slumped everywhere but this manufacturer's 
business held up amazingly. Other factories closed but 
his went along quite well. Soon he found that he was 
one of the few in his line keeping heads above water. 


Another year passed and he 








price. Style is uppermost 
in the consumers mind _ to- 
day. notwithstanding the 
correct emphasis on price. 


Ask Me Another 


was making real money in 
spite of depression. [lis 
competitors mostly had cur- 


tailed while he held on. 


—Is it better to save money than to 
spend money? 

—No. If we didn’t spend money we 
couldn’t make money to save. 

















—What is money? 

—Money is merely a medium of ex- 
change—a ticket that entitles you to 
such services or things as you may 
need or want. 

—Has money any value? 

—Only inasmuch as it is exchange- 
able for services or things of value. 

—Then spending is good for all of us? 

—You bet. Nimble dollars make 
prosperity. Static dollars make 
hard times. 


President. 























Boor AND SHOE RECORDER 
combining THE SHop RETAILER, Aug. 23, 1930 





Hit ‘Em Below the Eyes 





Dre of the 


display windows of the 
Bootery, 618 Sixteenth 
Street, Denver, Colo., 
not only reaches out 
and urges the passers- 
by to stop and examine 
the merchandise on ex- 
but also leads the spec- 
tators right into the 
store. The sketch on the 
opposite page illustrates 
the modus operandi. 

The window is an ell- 
shaped affair with one 
leg on the outside of 
the store proper and 
corresponding and paralleling the display window on the 
opposite side of the passageway while the other leg is on 
the inside of the store, forming an interior display 
fixture. 











This shows an effective interior 
wall fixture in one of the Nunn- 
Bush stores in Denver—a fixture 
set into the shelving. The mirror 
in the lower half of the fixture 
enables the customer to compare 
the sprightliness of the shoes dis- 
played with the shabbiness of the 
ones he is wearing—not a half bad 
idea when you come to think of it. 


Thus, the passerby, being led to stop and investigate 
the merchandise displayed in the window and gradually 
working from the sidewalk to the door, continue his 
progress around the corner, through the dooway and 
into the store, where the interior dis- 
play occupies his attention to the ex- 
tent that he probably does not realize 
that he has walked into a mercantile 
establishment. 

‘Two types of 4nterior displays may 
be found in the average shoe store. 
One is entirely active and tends to 
merchandise the goods of which it is 
composed; the other is inactive but 
decorative and it may be considered 
as institutional display advertising. 

Certain scientific principles are in- 
volved in the construction of both 
types of displays, according to infor- 
mation adduced from interviews with 
numerous shoe dealers, and one out- 
standing rule for increasing the ac- 
tivity of a display is “Build it so that 
it will hit the visitor below the level 
of the eyes and above the knees.” 

To illustrate the principles involved 
we shall refer to the display ar- 


Illustrating the varying heights of dis- 
plays in the Broadhurst-Young store in 
Denver—some designed to catch the eye 
from a distance and some to command 
attention at closer range. 


By WILLIS PARKER 


rangements in two Denver stores and accompany thy 
references with a sketch which is a composite arrange- 
ment of both systems of display. 

Many shoe dealers are getting away from the heavy 
investment in counter show cases and other similar 
glassed-in accessories and fixtures. But a certain num- 
ber of them are excellent and advisable inasmuch as the, 
offer facilities for displaying merchandise more etfec- 
tively through the use of decorative “props” and arti- 
ficial illumination. One extraordinarily good fixture is 
the type to be found in one of the Denver stores o! 
Nunn-Bush company. It is a wall fixture designe! 
fit in with the long lines of shelving bearing boxed sho 
and to permit the placing of the display right whe: 
will hit the visitor in his most vital ocular spot. It has 
the additional property, however, of enabling the spec- 
tator to compare the sprightliness of the goods displa 
and the shabbiness of the articles he is wearing. 
lower portion of the fixture contains a mirror, set or 
slant, so that a visitor standing before it may readily 
view his own feet. The upper section is devoted to a 
display of new merchandise under artificial light. It 
takes no stretching of the imagination to understand 
how much better the new goods look when compared 
with what the spectator is wearing. The case is illus- 
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--and Above the Knees 


There Are Active Displays and Those Which Are Merely Decorative— 
Make Yours the Former 





trated by the pen sketch in Plate 
No. 1. 





ircndhuret-Youne, 


also of Denver, have some coun- 
ter display cases containing ex- 
hibits and some low center shelv- 
ing on which unit displays of 
shoes are erected. Plate No. 2 is 
a composite affair representative 
of the three types of fixtures, 
and we shall refer to it in the ex- 
planation of the scientific prin- 














ceiling and floor levels seem to 
converge and all objects appear 
to be upon a level with the eye. 

When the visitor is at the 4- 
foot point, he is at the limit of 
the active merchandising area. 
This explains why so many deal- 
ers find that goods displayed in 
the lower part of the counter 
show cases do not readily mer- 
chandise themselves. To 
them, the visitor must either stoop 
over (a thing few of them are 
willing to do) or else back away 


view 





ciples involved in display. 
Surrounding every active mer- 
chandise display is an active mer- 


and run the risk of getting out- 
side the merchandising area. Some 
dealers are using the lower sec- 





chandising area. Perpendicularly 
this is below the level of the eyes 
and above the knees. Horizontally, 
it is within 4 feet of the principal 
part of the display. Any display 
above the level of the eyes and below the knees and 
farther than 4 feet from the customer is wholly a deco- 
rative display and institutional in value. 

Plate No. 2 shows a counter case and a wall case. 
The heavy, vertical line represents a scale of feet drawn 
through the main portions of displays placed on the 
shelves in the case or upon the top. The position of the 
line is hypothetical and may be farther to the front or 
the rear according to the nature of the merchandise and 
the construction of the displays. The heavy, horizontal 
line is a scale of feet drawn along a line representative of 
the average level of the eyes—5 feet. 

Before the counter stands a phantom customer and the 
broken oblique lines extending upward and downward 
from the various points along the horizontal line repre- 
sent the visitor’s angle and spread of perpendicular 
vision when he is at these points. Considering, first, the 
counter case, we find that when the visitor is standing 
2 feet from the vertical scale, his eye takes in an area 
between 3 and less than 6 feet from the floor in refer- 
ence to the perpendicular scale. At 3 feet the area is 
between 2 and slightly more than 6 feet above the floor. 
At 4 feet the spread is between 1 foot and 6% feet. 
This shows that the spectator takes in a larger area below 
the level of the eye than above it. This condition pre- 
vails until he is 20 feet from the line, whereupon the 
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The display window of the Bootery, in Den- 
ver, is shaped like a letter “L.” 
from the sidewalk, the window shopper, as 
she follows the display, walks into the in- 
terior of the store almost without noticing it. 


tions of the counter display cases 
for institutional advertising dis- 
plays and the upper shelves for 
active merchandise exhibits. 


Starting 


From this sketch it is also seen 
why goods displayed on the top shelf of a wall case are 
inactive—they are too far above the level of the eye 
or else the visitor is outside of the 4-foot range. 


Biagins the counter case 
removed and picture the second phantom man standing 


in front of the wall case, which is representative of, 
though not exactly like, the one we found in the Nunn- 
Bush shoe store. He is on the very edge of the active 
merchandising area of goods exhibited in the case. His 
downward glance catches the reflection of his own feet 
in the mirror as well as the merchandise displayed in 
When he reaches the 
point designated as three, he is in an excellent position to 


the upper sections of the case. 


make comparisons betwecn new and used goods. We may 
assume that he will be ashamed of the shoes he is wear- 
ing and be influenced by the beauty of the new goods 
to invest in them. The display of his old shoes, as re- 
flected by the mirror, is a combination of active and 
institutional exhibits. 

It is quite customary for shoe dealers to place exhibits 
directly upon the floor. They admit that the exhibit is 
decorative and institutional and that it does not sell goods 
as rapidly as exhibits placed higher. 


| TURN TO PAGE 68, PLEASE] 





Killing the Fatted Calf 


How This Popular Leather Is Prepared for country 
finest Cé 


Use in Shoes—How Treated— ae 
and How Finished thirds 


of SK 
Much 

(Fourth of a Series on All Leathers) alt ten 

stance 

well 5 

“ women 

Caltskin leathers turers and retail salesmen insist th li Finland 

are widely used for nearly all types of shoes for their personal use shall 

shoes because their qualities fit them for these fat wrinkles. Europe 
all-around service. They are strong, Calf leather is porous, with a graii: pat- oad Ni 
pliable without being stretchy, water re- if tern that is distinctive. Relatively soft ee the 


also. bt 


sistant. Their initial fine appearance in this grain takes a high luster on polish 1» alta 
10 obta 

shoes can be retained because calf cleans ing. Calf stretches enough to shay» 
and polishes well, doesn’t scuff nor scar. to the foot. It is more firm in t 
They wear exceptionally well. . than most other high-grade 

Stylish calf leathers have been added leathers. veal-rai 
within the past 10 years in colors and The principal difference in calf leathers raise s' 
weights that have proved popular for ‘ PS kee used in men’s shoes and women’s shies is cause | 
women’s dressiest shoes. Calf suede and ; in weight—although men’s — summer longer 

2 2 lUTS 

To supply calf leather, about 
; 2 16,000,000 skins are tanned , : é 
cess which has greeted the tanner’s annually. Most  calfskins to those used in women’s service Ox fords skin be 
tanned are from animals 


: ao : about a month old. ore 1 ‘ 
desirable characteristics of this leather. suede, is finished on the grain or hair than b! 


simulated grains on calf typify the suc- weight shoes take leathers corresp ridin superio 


effort to add beauty to the other highly Most calf leather, with the exception oi For sé 


It may be predicted confidently that these develop- side of the skin. Neat 
ments will greatly increase the use of calf in women’s Summarized, the principal calf leathers are : quite ¢ 
shoes. kins < 

: aa Dips a skins 
~ 96 ‘ Women’s and Children’s Weights ‘ 
Calf leather is made , —_ ar conside 
. ; . Full grain including Russia 7 Ss } — 
from the skins of young and corrected grain. , Smooth, Boarded, 
J 2 Pa: : Patent. 
. Suede. 


' fancy 
cattle from a few days these « 


to a few weeks old. Men’s Weights of calf 


_, rs a a m ain i : ssia | . ‘ to the 
hese skins, distinctly he poun ntiting Russia q oni Datel, | : 

; ; gror “ed an : grain. Patent. quires 
immature, soft, fine _ Wax calf.** J Patent | 


grained and_ supple, — operat: 
**Rarely made. Tr: 
possess strength of sub- . ral 
stance common to. all In the United States about one-third of all tl 


leathers made from. skins produced in the world are tanned—about 16,0 
* 


tannin: 
mately 
bovine animals. Green annually. In no ers or 
salted, these skins weigh other part of the * 


four to fifteen pounds. world is the art of ef, aoe 


Testing the “break” (creasing Fat wrinkles often ap- tanning this leather - chara 


= Pata a = pear in full grain calf more highly de- _ 
inquiring thumb also senses the when finished. Invari- veloped—nor can 
ee ably found in bull calf- other tanners than 
break is only fair. In general, skins, which constitute 90 American supply 


iner th . ; ' 

a bape phy oer Rc vl per cent of all calfskins t he fashionable 

tanned, these wrinkles colors wanted from 

are most pronounced in skins of healthiest animals which one six-month sea- : 

ake best leathe So when these wrinkles show i a Pencil points to the eyelet wher 
make best leather. So when these wrinkles show in __ son to the next. color of the middle part of the | 
shoes, the buver should be made to understand that Strangely enough, is apparent. If bluish gray, th 
’ ‘ : wr . ways means chrome tannage. If 
they are a hallmark of quality. Many shoe manufac- however, while this it usually means vegetable ta 


Boot AND SHOE RECORDER 
combining THE SHOP RETAILER, Aus 


Boor a 
combin 














country makes the 1. Permanency of luster. 


‘nest calf leather, it high gloss. 
2. Strength of Grain. 
average consumer expects. 

3. Fine flat grain. 
of greater beauty. 


buys n early two- 
thirds of its supply 
of skins abroad. 
Much light - weight 
calf leather, for in- 








Features Which Recommend American Calf 


Some of the points in which domestic calf leathers excel 
have recently been compiled by a prominent tanner as follows: 


Especially important because of 
the demand for shoes that have and will indefinitely retain a 
Insuring the long wear which the 


Making it possible to produce footwear 


identifies the leather 
as chrome tanned. 
There’s work and 
lots of it required, 
and skill and artistry 
of the highest type 


are necessary to 

















stance, which is so 
well suited for 
women's shoes, comes from skins that are purchased in 
Finland, Norway, Russia, Latvia and Esthonia. We 
also buy heavily at certain seasons from southern 
European countries, to some extent in the Argentine 
and New Zealand. American calf tanners are constantly 
on the alert in the markets of the entire world in order 
to obtain the best possible skins. 


Ms: skins come from 


veal-raising countries rather than from countries that 
raise stock primarily for dairy products. This is be- 
cause in veal consuming countries, calves are milk fed 
longer than in dairy countries and milk-fed calves have 
A definite change in the hair and in 
skin begins to take place when calves begin to eat grass. 


superior skins. 


For some peculiar reason, red-haired skins are heavier 
than black and white. 

Nearly all calf leathers are chrome tanned. It is not 
quite enough, however, simply to say that most calf- 
skins are “chrome tanned” because the tannage varies 
considerably in making leather for a suede finish, for a 
fancy imprint, or for a glazed, boarded finish. All of 
these calf leathers are handled separately. Each type 
of calf is given close control, from the sorting of skins 
to the finish of the tanning proper, which at best re- 
quires about 15 days—involving 10 or more distinct 
operations. 

Trained inspectors sort the skins “out of the blue” (the 
tanning liquor is bluish white in color) for approxi- 
mately 25 operations are required to finish smooth leath- 
ers or about 35 operations to make suede or embossed 
leathers. Three 
weeks after it has 
left the blue 
the leather is ready 
to be shipped to the 
manufacturer. 
Most of it still re- 
tains a bluish core 
—which 
such places as the 


Boarded calf. The creases break up 
the natural grain, adding an attractive 
character. Each set of parallel creases 
represents one boarding operation. 


sort 


shows in 


tongue of the shoe. 
Whenever this 


color is found it 
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make modern calf 
leather. If a single 
worker could perform all of the essential operations re- 
quired, he could turn out just about a dozen skins a day 
—or from 30 to 120 square feet. 

Calf suede is by far the most important suede leather 
used in shoes. Though kangaroo makes a good suede 
leather, quantities available greatly limit its use. Sheep 
takes a satisfactory suede finish but is not strong enough 
“suede 


for use in shoes. So for practical purposes, 


shoes” mean 
calf shoes. 

Tt Bas is a 
difficult leather 
to make, partly 
because rich, 
uniform colors, 
that do 
readily crock, 
have to be dyed 
and the skins 
must be han- 
dled very care- 
fully. But in 
this art of 
coloring suede, 
American tanners have made amazing progress. Though 


not 


Enlarging suede calf 40 times shows how 

smooth and fine is its nap made on the flesh 

side of the skin. The dark layer is the grain 

surface. The myriads of bers in the center 

of the skin have a glove-like softness, yet 
they make the leather very strong. 


eight to ten successive dyestuffs sometimes have to 
be used in the coloring drums, though finished colors 
have to be matched while the skins are still saturated with 
wet liquors, remarkably uniform rich shades, meeting all 
service requirements, are available in each season’s colors, 
though suede is essentially a fall leather. 


Batting, the operation which 


raises and makes the nap uniform, is somewhat differ- 


ent from the operation described for leather because in 
making suede leather the object is merely to raise the 
fibers and to make them uniform. Then, too, suede calf 
leather is finishd on the flesh side of the skin. This 
nap is actually very thin and the strength of the skin 
is not lowered at all by the process, because the full 
substance of the skin is retained. 

In addition to its other qualities suede is glove-like, 
Often this soft pliability is 
[TURN TO PAGE 37, PLEASE] 


giving it a luxurious feel. 








Specialty Store ? 


A young man has inherited 
a shoe store and is thinking of changing its character— 
from a family store to a specialty store. He believes 
that the “old-fashioned family shoe store has seen its 
best days.” He is almost persuaded that a “snappy, up- 
to-date specialty shop, catering to the young women 
trade” will be more profitable for him. He asks our 
advice. Advice is cheap. Everyone gives it and seldom 
anyone takes it. So, we are going to lay before him 
some facts and let him decide for himself. 

In the first place what is meant by an “old-fashioned 
family shoe store?” Is it a run-down, decrepit, out of 
style, back number, or is it the ordinary well kept store 
that has a following of substantial people? If it is really 
an “old-fashioned” store it should by all means be brought 
up-to-date with modern fixtures, new paint, better win- 
dows, etc. Having settled that part, pass on to a 
definition of “family shoe store.” 

One good method of solving the problem is to take a 
good look at an average “family.” Let us take the 
John Smith family. There is John, with his wife, his 
three children, his father and mother, his Aunt Jane and 
his Uncle John, his brother Sam, and seven cousins, and 
a number of in-laws. The total count of this tribe may 
be 25 to 30 persons. Quite a family, you say. It is, to 
be sure, but tribal affections and clan loyalty cause 
most kin to stick together closely. They are apt to have 
the same likes and dislikes. They are influenced one by 
another. They’ all like a store or they all dislike it. 

In that John Smith family, then, there are say, 2 
persons. Twenty-five chances to sell shoes. Win that 
family and you have an asset of great value. 

Now think of a specialty shop, “catering’ to the 
young women’s trade.” How many chances have you to 
sell various members of the Smith family? Perhaps 
two, or at most five, out of 25. John Smith has a sister, a 
sister-in-law, maybe some other female relatives. But just 
how many that may be classed as “young women trade ?”’ 
soil it down and you may find but one that really wants 
the snappy, young woman stuff. So, there you have it. 
Out of 25 possibilities of selling shoes you have one for 
the specialty shop and 24 for the “old-fashioned shoe 
store,” that seems to have had its day. 


5 


‘ 


Merchandising experts in the days when there was 
profit in business, always counted upon possibilities and 
markets. They tried to see where they might sell, to 


Selling to John Smit 


His Children, His Sisters, His Cousins and His 
Aunts—How’s That for a List of Prospects as 
Compared with the Two to Five Ratio of the 
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how many people, and at what price. Nowadays 
the fashion to fly the kite away up in the air and im 


things rather than to get the facts. 


We hear a lot about this being “the age of specia 
tion.” Yes, it is, to the sorrow of a lot of peopl 
do not think out their problems. We have “wheat | 


ers,” who grow nothing but wheat on their farms 
are the largest source of worry to the Farm 
When wheat is high they are prosperous and when 


is low they are busted. Another class of specia! 


“the cotton planters.” One year in the depths of « 
and the next on the crest of the wave. Ail of 
“agricultural specialists” taken together do not 
stitute a very prosperous number. Their bad year 
than offset their years of plenty. 

The farmer who raises a varied crop, wheat 
barley, rye, hay, hogs, cattle, and the hundreds oi 
things that bring in money, is usually a_ wel! 
farmer. He does very little worrying over Farm |! 


If wheat goes off in price he has his corn, or oat: 


hogs fall down he has his hens and eggs. And 
goes all along the road to profitable business \ 
it be farming or selling shoes. 


it 
AL 


gine 


liza- 
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4 vard 
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so it 


hether 


Think of your market. Think of your chances to 


Remember that some of the despised “old-fas! 
stores” have made great fortunes for their owners 
still are doing that very thing. 
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When the Census Bureau prints its reports and the 
statistics are available there will be some interesting data 
for business men to study. 

You will be able to see how many people there are, 
and there will be printed a lot of valuable information 
You will learn how 
many of them own their homes. That is an important 
item in calculating market possibilities. Home owners 
are good customers as a rule. How many radios are 
there in homes? The census will tell you. Right there 
isanother good thing to know. Radio will become more 
nd more important in marketing. 


concerning their buying abilities. 


A wever. the biggest and best 


ieature of the Census will be the classification of the 
population into groups, sexes, ages, race, nationalities, 
foreign born, or native born of foreign parents, and a 
whole lot more. That section of the Census reports 
should be valuable to the merchandiser. He will be able 
to read in figures just how many women there are in 
the United States of ages one to ten, ten to twenty, and 
soon. Men, the same, figures. At a glance you may 
count the flappers, the middle-aged, the elderly, and so 
on. To the careful student of statistics the Census re- 
ports will avail to solve a lot of puzzles. And, by that 


same token, to arrive at a more sane method of forecast- 


and to All His Fami 


Yes, Sir, the Family Shoe Store Is Very Much 
in the Picture and Because Its Sales Are Spread 


; Over Many People Its Risks Are Correspond- 


ingly Minimized 











ing. If your town has in its population 5000 flappers 


you know how many chances you have to sell flapper 


shoes. If your population contains a large proportion of 
elderly persons you know the kind of merchandise you 
should stock. And so on. 

Apply early for the reports and give them some earnest 
study. 


* * * 


ne 

I cannot get away from the 
store. I have no one to run .things while I am 
gone.” 

The owner of the “One-\Man Store” deprives himself 
of vacations, conventions, 
other stores. 


is all-important and that no other person ca: 


visits to other towns and 
He is a slave to his narrow idea that he 
do his 
work. Also he confesses to the world that he is not a 
good organizer. He has not done his duty to his store 
because he has not trained anyone to take his place even 
for a brief hour. Some of these one-man store fellows 
fear to go out to lunch. Something might happen to 
the business while they are out. 

What will happen to the store when they are finally 
called away by the Grim Reaper? Too many men stick 
in a store until they are carried out feet foremost— 
No one 


No one to succeed to the business. It 


never to come back. Then the store is in a fix. 
to carry on. 
goes into a forced sale and a great loss ensues. 

An old fellow up in New England was compelled to 
take a rest from his business by doctor’s orders. His 
sons had been associated with him for some time but 
he had never given them any authority. Afraid they 
might make a mistake and wreck the business. The 
boys took hold and increased the business in six months 
to such an extent that the father could not believe his 
eyes when they showed him the report in the sanitarium. 
He thought they had padded the returns. But in a year 
they opened his eyes to the fact that they were better 
business men than their sire. So, he just retired and 
let the boys hop to it. You would have a hard task of 
it should you try to get him back into that business. 

You may be like that. 


yourself by failing to delegate authority to others. Also 


You may be handicapping 


by becoming so egotistical that you cannot see the nose 
on your face. 
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SHOE AD-VISO 





A Page of Ideas To Help Your Early Fall Advertising and Seliing 





What Have You To 
Sell the Customer ? 


Did you ever sit down and try to put 


| 


down on paper the reasons why local | 
people should trade at your store in- | 


stead of elsewhere ? 
surprise you! 


The results might | 


We suggest that now, with the busy | 


fall season just ahead you try to write 
down the advantages you can offer that 
a customer cannot find elsewhere. Be 
absolutely fair. 

any undue credit. 

Do you really have better values than 
the average store? Are your prices 
“right”? Are they the low prices peo- 
ple are particularly interested in this 
year? 

Is your store inviting? 
of a store that would attract you if you 
were a stranger? And how about your 
service ? 
kind of service that makes them come 
back again and again? 

A critical analysis of your business 
now will help you to go into the fall 


Is it the kind | 


Do you give customers the | 





season better prepared to get an in- 
creased volume because your weak spots | 
have been bolstered up. Try it! 


A Contest Idea That’s 
Good Any Time| 


| 
| 


Here’s a contest idea that can be | 
used to create a lot of interest by any | 
store catering tod men or to college trade. 
It consists of a weekly prize for the 
man who hands in a forecast of the 
scores of the local baseball team for 
the week. 

The contest should be absolutely free 
—that is, it should not be contingent 
on the purchase of a pair of shoes. 
Have a supply of cards on which every 
man who wishes can jot down his guess 
as to the daily scores for the next week. 
These cards can be dropped in a big | 
box in the front of the store, and at | 
the end of each week you go over them | 
and pick the winner. 

A big scoreboard in the window on | 
which the scores are filled in day by | 
day will add interest. You can keep | 
such a contest goin gfor weeks without | 
losing interest, and it will bring many | 
men into your store. The same plan can 
be worked during the football season, 





Don’t give your store | 


Special X-Ray Room 


OR you that have or are consider- | 


ing installing an X-Ray machine, 
here is a real novel idea. When you 
are in Boston have Hy Bluestein, of 


Wilbar’s shoe store, on Tremont Street | 


show you his special X-Ray room. 


This store has two selling floors, one 


for pretty shoes while the corrective de- 
partment is on the lower level, with all 
shoes at one price—$6. 


is just large enough for the machine, 
the customers and the operator. 
painted black so that when a customer 


is observing her fit in the machine, there | 
| is no reflection or refractions. 
The Bluesteins have a definite reason | 


for doing this, as they have for all 
things. In this case it is the fact that 
good style can be easily copied in short 


order by anyone, but a store can be | 


outstanding by giving service which is 
extremely difficult to copy. 





Unusual Ad Layout 














DESIGNED TO MAKE THE 
FOOT LOOK SMALLER_ 


ELEGANCE and 
SIMPLICITY 


combined in these 


GORGEOUS 
HAND 
MADE 


SPORT 
SLIPPERS 











A Striking Effect Which Might Be 
Improved With More Readable 
Lettering. 


The X-Ray | 
machine is housed in an especially built | 
| room on the lower floor, right next to | 

the foot specialist’s office. This room | 


It is | 


A Letter To Help 
Late August Sales 


If you are not going to have an \u- 

| gust sale you know that the week be- 

fore Labor Day will be a hard 
| to keep business coming your 
Here's a letter that will help 
volume materially—and you can a 
| to make the offer it presents to get 
volume in August: 


Dear Madam: 

This ietter is worth money! 

August is always a dull month i. 
merchants. We are determined t! 
it is NOT going to be dull her 
so we’re making this special offer 

Bring this letter in any time | 
fore Labor Day, and we will « 
duct 10 per cent from the price 
any shoes you may purchase! 

This applies to the new Advai 
Fall Shoes which are now beg 
ning to arrive, and it’s an excell: 
opportunity for you to save ri 
at the start of the new season! 

This discount does not apply 
special sale shoes, and it will 
be granted unless you present 
letter. This is necessary beca 
this offer is going to our regi 
customers only and we feel that t 
alone should have the advantag¢ 
this discount. 

Very truly yours, 
YOUR NAMI 
This is good advertising, even t}iough 
| the customer does not take advantage 
of your offer. Everyone who get- the 
letter will feel that they are getting in 
| on a special offer, and they wi 
| kindly toward you because of it 
| You may depend on it, to 
enough will take advantage of y 
| fer to make a difference in you 
| August sales. It’s worth trying! 


‘What Does Your 
Advertising Cost? 


Do you know how much you 
for advertising? Do you kno 
much you ought to spend? It is 
generally agreed that for the ; 
store 3 per cent of the gross sale 
to be enough for advertising, al 
| some spend considerably mor« 
other stores, because of advant 
location, get along with much Ie 
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Monovrone weaves se// Chix 
jor wear with autism costumes 


leading fabric houses report decided preference for monotone weaves in Fall 
costumes. “Milady”, one of the new CHIX models for Fall, fits snugly into 
the autumn monotone color scheme in Congo Brown and Ebony Black. Its 
lines are trim and simple; it shows no blatant ornaments, no fussy gewgaws. 
Enhances your customer’s costume while, at the same time, affording com- 
plete protection. Choice of net or fleece linings. Our new CHIX brochure, 
now ready, yours for the asking. Send for it today. , 


CONVERSE —KLubber Company 


DEPT. B. S. 23, MALDEN, MASSACHUSETTS 
Branche- CHICAGO, 3932 So. Lincoln St. NEW YORK, 101 Duane St. MINNEAPOLIS, 646 Stinson Blvd. 
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OVER 


5,000,000 


PAIRS OF 


OMP 


SHOES 


have already been sold at retail prices 
ranging from $5.00 to $16.50 by 
leading retailers from coast to coast 


FIFTY-ONE 


MANUFACTURERS 


Are Licensed Users of 
Compo Shoe Machinery 


Included in this group are many of the 

country’s largest and finest manufac- 

turers of women’s, men’s and children’s 
shoes and slippers. 





TRADEMARK 


” Ge 


I". January, 1929 Compo Shoe Machinery 

ml published notice and warning 
that no manufacturer had the right to use 
the word COMPO upon ox in connection with 
shoes, shoe cement, shoe cement solvent or 
shoe machinery, excepting Compo Shoe Ma- 
chinery Corporation and its patent and trade- 
mark licensees. 


Nothing has since happened to change the 
situation in the slightest degree, any rumors 
to the contrary notwithstanding. 


Infringement suits will be instituted against 


any unauthorized users of the trademark 
COMPO. 


’ COMPO . 
SHOE MACHINERY 
CORPORATION 


ST. LOUIS 565 Fifth Avenue, NEW YORK, N. Y. BOSTON 


Boor AND SHOR RECORDER 
combining THE SHog RETAILER, Aug. 23, 1930 





i 


: 


| 


For Fall—Black, the Mode 


Everywhere—shoe merchants are buying their snappy styles in either all 
over black or black in combination with white. This vogue strikes a con- 
servative note; withal is smart. 


JETTA MAT CALF meets this demand: a lusterless, satin-like, light 
weight calf, which adds quality wear to the beauty of pattern, shape hold- 
ing, non-scuffing. 


Dainty shoes made of JETTA MAT CALF harmonize best with the style 
mode in women’s early autumn suitings. 


It is ever-the-best for both style and quality. 
Specify JETTA MAT CALF for your best numbers in three and four 


eyelet ties. 
Samples on request. 


Evest “Perfetta” pattern, three 
eyelet oxford tie, made of Chio’s 
JETTA MAT CALF, inser‘s of 
black and white Ring Lizard. 
Price on request. 


Johnson-Stephens & Shinkle 
Shoe Co. 
St. Louis, Missouri 


he OHIO LEATHER ) Gir And 





0: 10 
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Simulated grains on calf leather. 
which is readily workable. 
and is the artist’s concept of deep sea life. 


At the left is galuchat grain shark, 
The middle design is known as “Sargasso” 
This grain uses two colors 


to achieve its full beauty. At the right is a geometric design which has 
been much used as a trim on formal type shoes for women. 


Killing the Fatted Calf 


brought out partly by a special stak- 
ing operation which consists of draw- 
ing the skin across a blunt rounded 
blade using the pressure of the stak- 
er’s bare knee to do the work. 

The standard grades of calf suede 
leather have certain identifying char- 
acteristics, which, if not concealed by 
the shoe manufacturer during the mak- 
ing of the shoes, are helpful in measur- 
ing quality. 

The best suede: 

.Has a very fine silken nap without 

a suggestion of greasiness. 

2,Has a rich uniform color. 

3. Will show only faint color on a 
white handkerchief that is rubbed 
lightly over it. 

.Is always finished on the flesh side. 

5. The livest blacks have a faint color 
cast of blue or red to make them 
rich and bright. This cast should 
be uniform. 

Suede shoes should not be cared for 
by ordinary methods. Circular strokes 
with a brush of fine stiff bristles (pref- 
erably not wire bristles) keep the nap 
clean. It should then be smoothed in 
me direction. Powders. should be 
avoided. Instead a special cleaning so- 
lution containing a small amount of 
aniline dye, and to be had in a shade 
matching the leather—made by nearly 
all manufacturers of shoe creams— 
should be used to keep the color bright 
and unsoiled. Suede shoes, given rea- 
sonably good care, are long wearing, 
as are all shoes of calf leather. 

Particularly in the past five years 
very great advances have been made in 
the business of producing calf leather 
in special grains, in attractive color 
combinations, either to simulate the 
natural grains of reptile, such as snake, 
lizard and alligator, or to reproduce 
conventional patterns on this durable 
material. 

There are two methods by which 
these finishes may be given—one that 
is permanent, the other which is at- 
tractive but not so long lived. A finger 
nail tells which is which—it will scar 
or remove the finish made by the less 
desirable process but will not disfigure 
the long-lived finish. Simulations are 
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now available so nearly perfect that 
only an expert can detect them. 

After plating to impress the grain 
pattern, the next operation is to dye 
the imprinted surface a smooth, even 
color. For two-tone effects, another 
color, often another standard dyestiff, 
is sprayed on the leather at such un 
angle that either the ridges or the 
valleys in the surface are coated. 

The transformation ot calf to the 
appearance of the skin of a jungle 
beast or of a rare textile nears com- 
pletion! Sometimes for imitating the 
mottling of a snake, for instance, an- 
other color is applied through a sten- 
cil. Each in turn is thoroughly dried, 
the leather is mechanically glazed, 
pressed and is ready for shoes, handbag 
or novelties. 

A quicker but less satisfactory 
method of obtaining embossed finishes 
is to imprint the leather after it has 
been coated with a pigment seasoning 
containing casein and shellac. When 
the leather comes from the press, the 
ridges are given a second color with 
a swab. This method does not anchor 
the finish so well to the leather, and in 
general the leather made in this way 
is not so satisfactory a material for 


How a typical calfskin is laid out for 

shoe parts. Photo furnished through 

the courtesy of the Retail Shoemen’s 
Institute. 
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shoes as that finished by the process 
outlined above. 

A process that has been developed 
to the point where it may be used with 
success is to finish colored calf for 
multi-color lithographing, using special 
printing press equipment for the pat- 
tern. Intricate designs and figures can 
be transposed by this method, but due 
to its expense, leathers made in this 
Way are not yet in extensive use in 
shoes. They are among genuine calf 
leather novelties. 

Suedes and embossed calf leather 
provide spectacular examples of the 
progress in the tanner’s art, but while 
he has been busy adding these newer 
leathers to the calf family, he has not 
been neglecting the old time standard 
full grain members. Leathers of this 
kid are now made in all colors—colors 
that change with the season and that 
are always up to date, according to the 
dictates of fashion at the moment. 
While retaining the old-time sturdiness 
of plain calf leathers, the new products 
are more mellow and soft to the touch. 

Although there are not quite so many 
operations involved in making smooth 
calf leathers as in making suedes, the 
art is equally difficult, for standards of 
color, grain, break and feel are rigidly 
enforced. The “break” is the word used 
to denote the fineness of the wrinkles 
when the leather is folded in the hand 
with the grain side up—in general the 
finer the wrinkle the better the break 
and the better the leather will appear 
in the made-up shoes. 

Having been aniline colored and fat 
liquored, calf skins tanned for these 
lines are stretched, dried and softened 
on staking machines. Then the skins 
are carefully brushed and trimmed 
when they are ready for a series of 
seasoning operations in which calf tan- 
ners excel. 

Following seasoning, leather to be 
given a boarded finish is handled in the 
way already described. The boarding 
puts character into leather, adding a 
surface pattern to the natural grain. 
Higher grades of smooth calf are quite 
commonly finished in this way. 

[TURN TO PAGE 70, PLEASE] 
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COMEO ID 


——IN A SWING HAMMOCK 
——ITS SPRINGS AND A 
—— NEST OF SOFT CUSHIONS 








































































Wat comfort, to stretch out in a swing hammock with 
plenty of cushions and a good book. Your body, glad 








of the yielding but certain support, relaxes. Your cus- 
tomers will find just such comfort, such relaxation in One end of the CRAWFORE 
shoes with the CRAWFORD Shank. Explain its action. Shank is slotted and fitted around 
a split rivet so that it will slide bad 
and forth as the weight of the bod 
stant support to the foot in all walking positions, and is applied to and removed fron 
the foot. 


Tell them about the flexible member that offers con- f 


the rigid member that helps to keep shoes in their orig- 





inal shape, and makes the flexible member function 


properly. It means easier sales. @ 
CRAWFORD SHANKS 


y 
UNITED SHOE MACHINERY U %: i 
i CORPORATION fms 


BOSTON -:- MASSACHUSETTS 
38 





Specify their inclusion by the full name, 
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You may never have seen him 


but he’s 


WorKING FOR YOU 


You pay him less—far less—than the weekly wag: 
of an office boy. Yet he can be—often is—the mos: 
valuable man on your payroll. 





He is the Editor of your business paper. 


He knows your problems—senses your needs. H+ 
is gathering now the facts that you will be asking for 
tomorrow. 


He combs for you the farthest reaches of your in- 
dustry or business or profession. Through his staf! 
members he penetrates original sources—travels end- 
less miles, makes countless interviews. He brings to 
you, wherever you are, the first authentic news of new 
prices and practices; new ways to speed production. 
cut costs, increase profits. 


Each week or each month he lays upon your desi 


Nifty XO- a report such as you could not possibly afford to have 
compiled exclusively for you. 

THis Symso._ identifies an 

ABP paper... It stands for 

honest, known, paid circula- In times like these every man in the business worl! 
ee must work harder, think harder, lean hardér on de- 
methods, and editorial stand- : 

ards that insure recder inter- pendable employees. Lean a little harder on the 
om, » » Tame are Ee fastens most valuable, yet least expensive man on your pay- 


that make a valuable adver- z 
roll. Read your business paper. 


tising medium. 


h ey h 


THE ASSOCIATED BUSINESS PAPERS, INC. 


TWO-NINETY-FIVE MADISON AVENUE - NEW YORK CITY 
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THE GUILD 
STILL LIVES 


Beyond machines, beyond science, there is the will 
of skilled hands to continue to produce the best. 


Of such as these comes a tradition of quality GALLU N 


passed down from generation to generation. 
A. F. GALLUN & SONS CORPORATION, Milwaukee, Wis. LEATHERS 
ALWAYS STANDARDS OF EXCELLENCE 
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INSTOCK—IN SEASON 


FOOT 
FASHION 


Mat kid center buckle one strap with silk kid strap 
and quarter applique. 16/8 covered Louis heel. 
Goodyear welt. 42 last. 


Mauve kid center buckle one strap with Quaker 
City brown kid strap and applique. 16/8 covered 
Louls heel. Goodyear welt. 42 last. 


ones eee. $5.25 
All mat kid front gore tongue pump with mat and 
silk kid bow. 16/8 covered Louis heel. Goodyear 
welt. 42 last. 


pump with white 
and silver kid bow 16/8 covered Louis heel. 
Goodyear welt 42 last 


BEVERLY 


Mat kid center buckle two strap with patent straps, 
collar and vamp yoke. 16/8 covered Cuban heel 
Goodyear welt. 42 last. 


Quaker City brown kid center buckle two strap 
with mauve kid straps, collar and vamp yoke. 
16/8 covered Cuban heel. Goodyear welt. 42 last. 





K207 


WILMER 


B4it 

Brown kid five eyelet tie with mauve kid tor 
inlay vamp and collar. 14/8 covered Cuban 
Goodyear welt. 33 last. 


Black kid five eyelet tie with black suede t 


inlay vamp and collar with genuine black 
inset tip. 14/8 covered Cuban heel. Gu 
welt. 33 last. 


DELROY 


K214 


Black kid four eyelet tie with black suede a 


inlay. 14/8 covered Cuban heel. Goodyear 
33 last. 


Quaker City brown kid four eyelet tie. Bri 
vamp and quarter with mouse kid tongue ani! 
quarter. 14/8 covered Cuban heel. Goodyea 
33 last. 





All black kid five eyelet tie. 


22 last. 


W208 
All white kid five eyelet tie. 


Dux Bak sole, 


leather heel with rubber top lift. Goodyear 


Treated sole. 


11/8 
welt. 


11/8 


leather heel with rubber top lift. 


Goodyear welt 


K200 
All bl 
heel w 


B202 


22 last LeVore White kid. 


BLANCHE 











310 

Dull kid gore pump with black lizard and patent 

trim. Black lizard and patent trim bow. 19/8 Dull finished kid center buckle one a. 4 

covered Louis heel. 325 last. (Compo) pearl lustre applique and strap. 15/5 red 15/8 ” | 
METATARSAL 


Cuban heel. 250 last. (Compo) 
ARCH-RELIEF 


SIZES 


AAA —S5 told 
AA — 4% to 10 
A—4 wt10 
B-C — 3% to 10 
D—4 told 


REGENT 


$3 $ All Shoes Made 
Black silk Moire regent pump. 19/8 covered 
in Columbus Factory 


Louis heel. 375 last. (Compo) 


K312 . 
All black kid (dull finish) regent pump. 
covered Louis heel. 375 last. (Compo) 


D’ORSAY 


2%—30 days. Dull kid pump. 19/8 covered Louis 


3586 
All White Tosray cloth regent pump. 19/8 covered 
last. (McKay) 


Louis heel. 375 last. (Compo) for dyeing. 


The WALKER T. DICKERSON Co. 
COLUMBUS OHIO, U. S$ 
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IN STOCK—IN STYLE 





| ‘Fashioned to Fat” } 





K406 $5.25 
All biack kid (dull finish) three eyelet tie. 
Punch: | vamp and quarter 14/8 covered Cuban 
heel yoodyear welt. 33 last. 


cA07 

All Li Punched vamp 
and a! ~~ 15/8 covered Cuban heel. Goodyear 
welt. 42 t 


w4u8 4 

All white kid three eyelet tie. Punched vamp and 
quarter. 14/8 covered Cuban heel. Goodyear welt. 
33 last 

B4i3 ; : $5.85 
Brown id three eyelet tie. Mauve kid punched 
vamp vith brown kid tip and quarter. 15/8 
overed Cuban heel. Goodyear welt. 42 last. 


AVALON 
All black kid one button one strap. 14/8 covered 
Cuban heel. Goodyear welt. 33 last. 


MUSETTE 


K200 $4. 
All black kid six hole tie 14/8 leather Cuban 
heel with rubber top lift. Goodyear welt. 33 last. 
$5.00 
4/8 leather 
— heel with rubber top lift. Goodyear welt. 
83 last. 





All black kid front gore pump. Black kid bow 
with pearl lustre trim. 14/8 covered Cuban heel 
Goodyear welt. 33 last 





PAXTON 


K410 ooeee . socees. Se 
Black kid center buckle one strap with black 
chamelon strap and quarter applique. 14/8 covered 
Cuban heel Goodyear welt 33 


B409 ... jivesiaeaee eke $5.15 
Java brown kid center buckle one strap with 
Rajah snake strap and quarter applique. 14/8 
covered Cuban heel. Goodyear welt. 33 last 


KORECT 


| Pere pbeewes . $5.10 
Black kid five eyelet tie with mat kid apron 
tongue Dux bak sole 12/8 leather heel with 
rubber top lift Goodyear welt, 49 last 











Dull kid buckle gore pump with gun-metal buckle. 
15/8 covered Cuban heel. 250 last. (Compo) 


Twenty-five cents extra packing 
charge for less than three pairs. 


Fifty cents handling charge is 
hae made on all Single Pairs ordered 
All black Tosray cloth gore pump with steel and returned. 
beaded buckle. 20/8 covered Louis heel. 350 
last. (Compo) 


1504 ... _— 
Mat kid with black lizard trim 
covered Louis heel 325 last (Compo) 


19/8 covered 
Louis heel 325 last (Compo) 


BIRDIE 


c2i0 .. ‘ «s+. $4.50 
Sandy Erie Calf, one buckle eight eyelet tie 
with marron glace Erie Calf tip, strap and back 
stay. Ruftred sole and 11/8 leather heel with 
Ruftred top lift Goodyear welt 





The WALKER T. DICKERSON Co. 


COLUMBUS 
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F | Warr « doe are the finishing 

touch to a light and dainty sum- 
: mer costume . . . In the same way 
~ Repco Heel ‘ss 3 hic cuae is 
the finishing touch 0 white shoe: 


‘and is just as essential to the shoes 


~as the shoes are to the costume. 


The daintiest white shoe of fines: 
leather or fabric is shabby unless th« 
heel and edges are spotlessly white 
Well dressed women will not wea: 
shabby shoes. For over ten year: 
Repco Heel and Edge Enamel ha: 
been the accepted standard for giv 


ing shoes the finishing touch. 
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.. simply lo save 2 cents 


Here at the point with which the 
customer comes most in contact— 
tying and untying—pulling and jerk- 
ing, morning and night; here, if any- 
where, extra quality is needed. 


Cordo-Hyde laces will reflect the 
quality and prestige of your store as 
no other lace can. Tough, neat ap- 
pearing, and extra long wearing, this 
extra cost of two cents a pair more 
than ordinary laces, which many 
manufacturers assume, will bring you 
dollars in customer satisfaction. 


A good shoe deserves a good lace— 
specify Cordo-Hydes. 


O. A. MILLER TREEING 
MACHINE COMPANY 


BROCKTON, MASS. 
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IN STOCK 
16 ELAMWAY 
AND ELAM STITCHSTEPS 


for Volume Buyers 


Have you tried these Superior Shoes? Elamways 
with Extra Flexible Soles attached by the Meco 
Cement Lasting Machine Insure Longer Wear, and 
they’re priced to appeal. Send us your order today! 


ELAMWAY 


@me() 


TRADE MARK 


Tackless! 
Nailless! 
Stitchless! 
Flexible 


B400—Patent Strap, Elam Stitch. Cemented 


step. 
B401—Lite Smoked Elk. Soles! B200—Patent Blucher, Elam Stitch- 


step. 
re ~~" = B201—Lite Smoked Elk Blucher, 
s % h 7 
That CAN T come off ! B202—Whie Elk Blacher, Elam 
Stitchstep. 


SHOES SHIPPED THE DAY ORDER IS RECEIVED 





The Pre-War Method Look for This— The Elamway Method 


ELAM 


Give) 


TRADE MARK 


Tackless 


Built with Soles That Easily Came Nailless No Tacks, Nails or Stitches. Just 


Off — Tacks, Nails, Stitches, That ° Comfort and Long Wear. And the 
Hurt Little Feet. Stitchless Soles CANNOT COME OFF! 











F. S. ELAM SHOE CO., Inc. 


ROCHESTER, N. Y. 


FACTORY A: FACTORY B: 
Fred S. Elam, Mgr. Byron M. Elam, Mgr. 
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This New Satin-Finished Black Calf 


truly reflects the quality and prestige of Lilly Leathers. Light and durable 
as the best of kid, it is ideal for women’s Turns and masculine-sewed shoes. 
And its original appearance and easily cared for surface will immediately 


gain the approval of discriminating customers. 


ILiy 


LEATHER COMPANY 


192 SOUTH ST. BOSTON, MASS. 


Will 


HULL 





IL 


Sales Offices—New York, 1 Park Ave. Chicago, 128 No. Wells St. 
St. Louis, 1627 Locust St. Cincinnati, 234 E. Eighth St. 


Tanneries, Woburn, Mass. 
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MENIHAN’S Early Fall Styles In-Stock 
“NU-MODE 


“SHASTA” 
17/8 Heel 
Nu Mode Process 


B-612—Brown Suede, Genuine 
Coffee Rajah Lizard Trim.86.00 


B-613—Black Suede, Genuine 
Black and White Rajah Lizard 
Tri 86.00 


“RAYO” 
17/8 Heel 
Nu Mode Process 


B-576 — Black Moire _ Silk, 
Worked Byelets $5.35 


“ELDORA” 
20/8 Heel 
Nu Mode Process 
B-638—Black Moire Silk. $5.85 


B-639—White Moire Silk, Suit- 
able for Dyeing 86.00 


“REGENT” 
20/8 Heel 
Nu Mode Process 
B-180—Mat Kid 





AAA coseeeee SB to8 
BA coeeeeeee re - 4% to8 
BD cocccccccceeS tof 
B cccccccccce ed & tOo8 
CS cocccccccceed to8 








“INGA” 
16/8 Heel 
Nu Mode Process 


B-622—Brown Suede, Genuine 
Brown Chameleon Trim. 


B-623—Black Suede, Genuine 
Black Chameleon Trim. .$6.00 


“RAYO” 

16/8 Heel 
Nu Mode Process 
B-578—Mat Kid Tie, Worked 
Bye $5.50 


“REGENT” 
20/8 Heel 
Nu Mode Process 
B-335—Black Moire Silk.$5.00 


“DALLA” 

20/8 Heel 
Nu Mode Process 
B-593—Mat Kid ——_ 


— Leather Seamless 
-85.00 


PROCESS” 


“RAYO” 

16/8 Heel 
Nu Mode Process 
B-582—Genuine Black 


B-648—Genuine Brown 


“RAYO” 
17/8 Heel 
Nu Mode Process 
B-569—Mat Kid Tie, Worked 
E 85. 


“DALLA” 
20/8 Heel 
Nw Mode Procese 
B-586—Black Silkray Seamless 
$5.25 


B-58S—White Silkray, Seamless, 
Suitable for Dyeing $5.25 


Medium Long Vamp 
“DALLA” 
20/8 Heel 
Nu Mode Process 
B-538 — White Kid Seamless 


ae -Soae Leather Seam- 
$5.00 


THE MENIHAN COMPANY 


In-Stock Department 


ROCHESTER, N. Y. 


“BERNICIA” 
18/8 Heel 
Nu Mode Process 
at wes Kid, Beaded Orna- 


“VARDO” 
16/8 Heel 
Nu Mode Process 
B-559—Mat Kid 


“RIQUETTE” 
20/8 Heel 
Nu Mode Process 
B-441—Black Moire Silk .$5.25 


B-516—wWhite Moire Silk, Suit 
able for Dyeing $5.5 


“FLARE” 
20/8 Heel 
Nu Mode Process 


B-564—Genuine Black Lizard 
87.00 





Terms Net # Days 
Twenty-five cents addi- 
tional for orders of less 

than three pairs. 





Over Sixty Styles in Stock. Send for Complete Catalog Today. 


An order from you will place your name on our Mailing List. 
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June Production 


Off 15 Per Cent 


Department of Commerce Statistics for First Six Months Show 
Total 8.2 Per Cent under Same Period Last Year 


WASHINGTON, D. C.—The Depart- 
ment of Commerce has announced sta- 
tistics on production of boots and shoes 
by classes for the month of June, show- 
ing a total production for the month 
of 23,824,911 pairs, a decrease of 2.8 
per cent from the May total of 24,512,- 
279 pairs and a decrease of 15.3 per 
cent from the total for June, 1929, 
which amounted to 28,120,163 pairs. 

Production for the first six months 
of 1930 amounted to 158,395,765 pairs 
and showed a decrease of 8.2 per cent 
as compared with the 172,513,995 pairs 
made in the period from January to 
June, inclusive, in 1929, which was the 
record year in shoe production in the | 
United States. 

All of the principal classes of foot- 
wear shared in the diminished produc- 
tion for June, the decrease in men’s 
and women’s shoes being in each case 
in excess of a million pairs. The fig- | 
ures are based on reports from 1,147 | 
factories manufacturing approximately 
9 per cent of the total output of foot- 
wear, other than rubber, in the United 
States. 





— | 
George Rosen Recovering 


from Accident 


BostoN—George Rosen, of the Mer- 
chants Shoe Co., Boston, who received 
injuries in an automobile accident that 
occured August 11th when he was re- 
turning to this city from his summer 
home at Nantasket, is reported to be 
making excellent progress toward re- 
covery and expects to be able to return 
to his business in two or three weeks. | 
Mr. Rosen’s injuries did not prove to 
be as serious as they were feared to | 
be at first and he has been taken to 
his home from the Weymouth Hospital, 
Where he spent a week following the 
accident. He suffered a broken jaw 
bone, broken cheek bone and a fracture 
of the wrist. 

Joe Weinstein, of the Clinton Shoe 
Co, who was accompanying Mr. Rosen | 
back to Boston from Nantasket when | 
the accident occured and who received | 
several broken ribs, is also reported | 
well on the way toward recovery. 
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Crawled 18 Miles to Pay 
Bet 


Texarkana, Tex.—Gus Kennedy, 
vice-president and general man- 
ager of Kennedy’s Brown Bilt 
Shoe Store, Texarkana, Texas, 
wagered he would crawl to Lenz 
Oil Well if oil was found. The 
well was brought in on July 27th., 
and Gus started paying his lost 
bet August 2, by crawling on his 
hands and knees for eighteen 
miles. The journey was completed 
August 10. 

The novelty of this crawl has 
created quite a bit of excitement 
and it was featured in a number 
of large newspapers and broad- 
cast over several radio stations. 











Invents New Size Stick 
NEw YorK CITy |? 
—H. Josephs, for- 
merly a well known 
member of the shoe 
last industry, is the 
inventor of a new) 
foot measuring de- 
vice the chief claim 
for which is accu- 
racy. This device 
looks not unlike the | * 
regulation size stick § ~ 
except that it is dif- 
ferently calibrated 
to give the correct 
shoe size. No allow- 
ance for extensions need be made by 
the retail shoe salesman who is using 


H. Josephs 


arch on the body of the stick. 

Mr. Josephs was connected with the 
New York Last Company for many 
years, not only as a salesman but as a 
model maker and designer as well. He 
has established headquarters in the 
Marbridge Building at 47 West Thirty- 
fourth Street, this city. He has incor- 
porated under the name Foot Measu- 
Rite, Ine. 


49 


In addition to this is a movable | 


Chain Stores 
Discussed by 


Interstate Group 


CuHIcaco (UTPS)—Advertising and 
chain stores were the chief subjects of 
speakers at the semi-annual convention 
of the Interstate Merchants’ Council 
last week and many interesting points 
were brought out by leading retailers. 

Knowledge of up-to-date methods and 
their application are the secrets of 
merchandising, declared Henry Mat- 
ter, secretary of the Wholesale Dry 
Goods Institute. Independent mer- 
chants, he said, have learned much 
from the chain stores. Imitation of 
the chain store sales and their methods 
has increased the turnover of the 
more progressive retailers by an aver- 
age of 3 per cent, in spite of the gen- 
eral depression. The wide-awake, ag- 
gressive merchant keeps constantly in 
touch with what his competitors are 
doing. He follows the chains—he does 
not fight them, said Mr. Matter. 

V. B. Russell, of the Dennison Manu- 
facturing Company, said: “Advertising 
has made this country as progressive 
as it is today.” 

F. D. Corley, vice-president of Mar- 
shall Field & Company, said: “It is our 
judgment that retail prices have been 
thoroughly and fairly adjusted by pro- 
gressive stores and are now generally 
at the lowest levels possible under pres- 
ent economic conditions. In most lines 
production is now closely adjusted to 
demand.” 


U. S. Rubber to Move 
Footwear Department 


New York Crry.—The removal of 
the offices of the Footwear Department 
of the United States Rubber Company 
from New York City to Naugatuck, 
Conn., will take place Aug. 18, accord- 
ing to an announcement by F. B. Da- 
vis, Jr., president and chairman of the 
board of directors. 

The United States Rubber Company 
is the largest manufacturer of rubber 
footwear in the world. Its selection of 
Naugatuck as footwear headquarters 
has a historical interest, as the first 
vulcanized rubber footwear ever manu- 
factured was made there by the com- 
| pany in 1843, and production has been 
| continuous since that time. 








MINOR?S 
GENUINE RAJAH TRims 
In-S8TOCK 








THE GRACE ae ee sien omen. 
Littleway Construction ' F Suen dota 
Style 700) — Black Kid) — $5.75 > oy Littleway Construction 
reg? Avy 3 bey egy ss :: Erbe 3 ey Style 718—Black (Satin Finish) Kid—$5.65 
ri ery vid 5 oie tie i Cuban Wood 4 i Genuine Black and e hite Ri ijah Trim 
*laza (14) Last eel 16/8 Cuban Woo AAA 5S, AA 414-8, A 4-8, B38, C2148. E 
Plaza (14) Last Heel 16/8 Louis Ww ood £: 


ney 2 THE RIZETTE 
Treadeasy Archsupport = es 1d ” ° 
~ Welt Construction Z : Treadeasy Archsupport 
Style 729 — Black Kid — $5.50 7 3s Welt Construction 
Genuine Black and White Rajah Trim a3 Style 327 — Black Willow Calf — $5.50 
* * Genuine Black and White Rajah Trim 
: = AAA 5-9, AA 4%-9, A 4-9, B 3-9, C 244-9. 
Style 6024 — Sierra Brown Kid — $6.00 : Miracle (7) Last Heel 14/8 Leather, 
Genuine Coffee Rajah Trim ; ') Fibre Lift 
AAA 5-9, AA 4%-9, A4-9, B3-9, C2%-9. : 
Parade (96) Last Heel 15/8 Spool 
Leather 


Many other beautiful combinations in lizard and snake shown in 
our August catalog. 





BD. W. MINOR & Son, INC. 


Batavia, N. Y. 
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Changes in Minneapolis 


MINNEAPOLIS, MINN. (UTPS)—Dr. 
Reed Cushion Shoe Co. has removed to 
61 Ninth Street South, just around the 
corner from a number its has occupied 
many years on Nicollet Avenue. Four 
other shoe stores are on either side of 
Ninth Street in the same block. The 
store is the average size, has open 
stock and is seated with colonial chairs. 

The Florsheim Shoe Shop has opened 
a dainty exclusive shoe store for wo- 
men at 46 Sixth Street South, adjoin- 
ing the men’s store, exploiting the 
Feeture Arch. The store stock is out 
of sight. Soft colors are utilized in 
the walls and carpet. Four combina- 
tion mirrors and display cases are 
placed at intervals in the walls. The 
manager is E. W. O’Reilly, connected 
several years with other Twin Cities 
retail shoe stores. 

John W. Thomas & Co. in adding the 
basement of a new building adjoining 
their corner at Nicollet Avenue and 
8th Street have doubled the size of 
this feature and placed the basement 
shoe store in one corner, giving it more 
space. Three thousand visitors were 
on hand for the special opening style 
show Aug. 13, in which new shoes 
were displayed with suit ensembles. 
The new Peggy Lee strap was shown 
at $4.95 and a sale was made of other 
fall styles the remainder of the week 
at $3.95, 2100 pairs. 

The Nicollet Slipper Shop, 518 
Nicollet Ave., has been remodeling the 
store and sacrificed 1200 pairs of smart 
styles at $2.95 and $3.79. 

Napier’s, 909 Nicollet Avenue, has 
just closed a week of “self service’ sale 
for quick disposal of broken lines after 
a clearance sale, cutting the $10 and 
$16.50 models down to $5 for the oc- 
casion. Special displays were made 
in the windows. 


Pioneer Merchant Dies 


WATSEKA, ILL.—Phillip Edward Net- 
tersville, aged 66 years, for many years 
in the retail shoe business here, one of 
the pioneer merchants of the com- 
munity but in recent years a traveling 
salesman, died Aug. 12 in his home 
following a few weeks illness of heart 
disease. His widow, a _ sister and 
brother survive. 


New Firm Incorporated 


COUNCIL BLUFFS, IowA.—E. K. Buck 
and G. W. Chandler, Omaha, have in- 
corporated the Kelly Shoe company 
with $25,000 authorized capital and 
will open their local store in the build- 
ing formerly by the Nickel Music Store, 
3844 West Broadway. Mr. Buck is 
president of the company and Mr. 
Chandler, secretary. The opening is 
tentatively scheduled for the first week 
in September. The local manager has 
not been announced. 


New Florida Store Opens 


(UTPS)—The 
Holland Shoe Shop which has been con- 
ducting business on the Dixie Highway 
for some time past, has changed its 
location and is now comfortably situ- 


VeRO BEACH, FLA. 


ated in the beautiful Pueblo Arcade 
building. The shop is one of the most 
modernly equipped on the east coast 
of Florida, and caters to the best trade 
in Indian River and adjoining counties. 





Boor AND SHOE RECORDER 
combining THe SHor RETAILER, Aug. 23, 1930 


Fall Models Featured in Chicago 


Cinnabar Red Prominent in Early Autumn Footwear Showings 
at Marshall Field’s—Caleutta Lizard and 
Black Suede Shown 


Cuicaco (UTPS)—An increase of 
wholesale buying and continued firm- 
ness in the retail field prevailed in 
Chicago shoe establishments last week. 

Buying by retailers as a result of 
the presence in the city of 2,000 mer- 
chants attending the semi-annual gath- 
ering of the Interstate Merchants’ 
Council is conservatively estimated at 
more than $1,000,000 total for all lines. 
Most of the orders were for future 
delivery of fall and winter lines. 

The large majority of the visiting 
merchants hailed from the small towns. 
By September, according to well in- 
formed opinion in the wholesale dis- 
trict, these small town merchants may 
be expected to further replenish their 
depleted stocks by buying in even more 
substantial amounts. Retail merchants 
everywhere have been operating on 
such low inventories that more sub- 
stantial purchases of fall and winter 
styles will be a matter of necessity, 
it was pointed out. 

Buyers and representatives of the 
larger city retail stores are expected 
to begin coming into the Chicago 
wholesale market for much of their 
buying, as will buyers generally from 
the South and Southwest. 

Meanwhile, new fall models are ap- 
pearing in all leading shoe windows, 
and judging from the public interest 
shown them everybody is well pleased. 

At Marshall Field’s there is exhi- 








Ira C. Schick Buys 
Another Shoe Store 


KENTON, OHI0O—Ira C. Shick, owner 
of Shick’s Boot Shop here, has pur- 
chased the Zurlinden shoe store also 
of this city. The entire store is to be 
remodeled and an_ up-to-date front 
erected. Mr. Shick will then move his 
stock from its present location to the 
new store and will have everything in 
readiness to open about September 1. 

Mr. Zurlinden will work for Mr. 
Shick in the Shick Boot Shop until the 
stock is moved. Mr. Shick recently 
purchased the Zint Bros. shoe store 
at Wapakoneta, Ohio, and is operating 
a closing out sale there. He is also 
the owner of Briggs & Shick, Inc., and 
Shick’s The Family Outfitter, Carey, 
Ohio. 





Shoe Man Killed in Front 
of Store 


Richmond, Va. (UTPS)—J. P. 
Groover, 67, Atlanta shoe dealer, 
was killed recently in a freak ac- 
cident. 

He was sitting in front of his 
shop when an automobile crashed 
into his motor truck, parked at 
the sidewalk. The force of the 
collision was so great the truck 
was hurled across the sidewalk. 
It turned over and pinned Groover 
beneath it. 














bited a striking new shade in shoes, 
“Cinnabar Red. . . . That new ruddy 
color that all Paris is talking about.” 

Mandel’s feature fall’s smartest 
colors in allover Calcutta lizard and in 
clever combinations with kid. An ex- 
ceptionally smart strap model is of 
black suede with narrow lizard trim 
and the strap is entwined and twisted 
with the edging. It has baby Louis 
heels and is proving a favorite seller. 

Saks Fifth Avenue display two beau- 
tiful pumps. One is of imported Pay- 
sanne print on white or beige back- 
ground combined with parchment kid 
trim along the quarter. The other, an 
opera pump, has exceedingly smart 
openwork treatment below the instep. 
It is fashioned of patent leather and 
also of brown or green kid with con- 
trasting trimmings. 

O’Connor & Goldberg continue to at- 
tract wide attention with their new 
fall style “Shadow Black . . . BLACK 
with a dash of white.” Especially 
stunning is a three eyelet tie model of 
dull black kid. Diagonally across the 
upper part of the quarter there is a 
design of punched out shamrocks un- 
derlayed with white kid. Each sham- 
rock is boxed off by white checkerboard 
stitching. The top and the upper vamp 
have the same treatment and it is by 
all means a very snappy model. 

Shoe retailers of this district are in 
general facing the future with a much 
more optimistic attitude and seem to 
feel that it will not be long before they 
are back to normal. 


Moderate Declines in Chicago 
Hide Prices 


Cuicaco (UTPS)—A minimum of 
activity in big packer branded sole 
leather hides, coupled with a fair sized 
clearance of Chicago small packer de- 
scriptions throughout last week, re- 
sulted in moderate declines in values. 

The reductions effected were not 
sufficient to revive the jaded buying 
interest, and consumers were looking 
for still greater cuts to be enforced be- 
fore activities on a clearance basis 
would be resumed. 

Slow absorption into finished chan- 
nels of the rather large stocks of do- 
mestic and foreign hides and leathers, 
which were accumulated in expectation 
of reaping additional profit as a result 
of the granting of the tariff protection 
to the industry, have caused the back- 
ground of hides and leather to remain 
rather dark. 

Hide producers still seem committed 
to a policy of keeping their stock 
sheets bare, in a free selling policy, 
regardless of values. While rates ap- 
pear to be approaching a mark where 
speculation should be encouraged, in- 
centive from the finished materials 
markets is entirely lacking. 

The hide price index for the week 
ending August 9, 1930, stands at 63.9, 
a new low mark, not reached since 
July 1924. The index figure compares 
with 65.5 for the preceding week, 68.4 
a month ago, 95.7 a year earlier and 
129.4 two years ago. 





AL the smartness of the 


current vogue are 


SLippers wri 
ZAPON 

















STYLE 
BEAUTY 


WEAR HE salable slipper of today 
PROFIT must be smart in appearance, 
comfortable on the foot and easy 
OKO on the purse. Every one of these 
4 ye essential sales features are found in 

“ slippers made with Zapon, for Zapon 
possesses the beauty and style of 
color and pattern—the comfort that 
comes from a kid-like softness, econ- 
omy resulting from long wear. 


Everywhere slipper manufacturers 
are looking to Zapon for those con- 
sistent profits that come from 
popular demand based on sound 
merchandising values. If you want 
to know who are the progressive 
manufacturers using Zapon, ask us 
to supply you the names. Zapon 
for profit, now and always. 
Important: Look for the Zapon label on 


every pair of slippers you buy. It is your 
protection that you are getting the best. 











Izarine—continuing as the most 
talked of profit builder for 1930. 
Chamois soft, waterproof, offered in 


I7ARINE a wide variety of colorsand patterns. 


Send for Samples 


THE ZAPON COMPANY 
Stamford, Conn. 


CUT 
COSTS 


Save money by handling shoes 
with built-up leather heels. 


These heels cost less and are 
better style. 


They mean additional profit for 
both manufacturer and retailer 


And don’t forget that a built-up 
leather heel can’t come off a 
shoe — and the shoes won't be 
returned due to faulty heels. 


WRITE FOR FURTHER INFORMATION 


RENTON HEEL CO. 


63 ALLERTON ST., LYNN, MASS. 











——--—— MAIL THIS COUPON TODAY-—~—~~" 





Students in famous Illinois clinic 


STUDY CHIROPODY 


Many of the world’s leading Chiropodists are former shoe peo e 
who have followed up their valuable experience at the fitting sto! 
with a course ir, Chiropody. Today they are earning from $5,000 
to $15,000 a year. : 

The opportunities for Chiropodists are unlimited. In the United 
States there are about 162,000 physicians, about 82,000 dentis 
but only 5,000 Chiropodists! A virgin field! 

Course only 2 years at best known College of Chiropody 
America equips you for practice. 16th year. You are ready to en! 
with four years high school or equivalent. Largest foot clinic 
world —over 16,000 foot cases handled annually, large facu 
physicians, surgeons, chiropodists. Write for catalog. No obligati: 


ILLINOIS COLLEGE OF CHIROPODY AND FOOT SURGE! 
1327 N. Clark St., Chicago, Illinois 

Gentlemen: Please send me, postage prepaid, latest catalog and comp! 
information relative to Chiropody and your school. 


Name 
Street and Number 








City. 
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Carson, Pirie, Scott Open 
Enlarged Shoe Section 


Cutcaco (UTPS) —Carson, Pirie 
Scott & Company have just opened 
their new and greatly enlarged shoe 
section for women and at present are 
conducting their semi-annual sale to 
advertise the event. 


The new section occupies the entire | 


corner of the third floor on the Wabash 
Avenue side and is approximately one 
and one-half times as large as their 
former department. 

One feature of the new section is a 
high grade shoe department, according 
to }’. C. Scholz, head buyer. These 
shocs will be handled in a salon for 
individuality and will of course be 
priced accordingly. 

The salon is beautifully and com- 
fort bly furnished, the walls and indi- 
vidual fitting booths being panelled in 
green with trimmings in gold, while 
gres’ easy chairs and lounges are 
scat 
to one’s own home. 

Mr. Scholz reports that the continued 
extreme warm weather has been a boon 
to soe men in helping to get rid of all 
surpius stocks of whites and distinctly 
summer shoes. While talking to him on 
the ‘loor, he called the writer’s atten- 
tion to the fact that well over one-half 
of the customers then present were be- 
ing titted with white shoes. 

“Now is an opportune time to rid 
yourself of surplus summer stock,” is 
the «pinion of Mr. Scholz. 

A complete line of hosiery in all of 
the new shades and styles is also a 
feature of this new shoe section. 


Victory Shoe Opens Branch 


BALTIMORE, Mp.—Samuel Blum and 
Abe Rubin, trading as the Victory Shoe 
Corporation of Baltimore, Md., will 
open another branch store in the Monu- 
mental City. It will be at 309 West 
Lexington Street, right in the heart of 
the shopping district of the city. A 
hosiery section will be maintained. It 
is planned to make this store the larg- 
est the Victory Shoe Corporation has in 
this city. 

Headquarters of the Victory Shoe 
Corporation are at 108 West Baltimore 
Street. A branch store is operated at 
525 South Broadway and another at 
114 North Howard Street. The con- 
cern also operates in Washington, D. C. 
In addition to the exclusive shoe stores 
it operates under the name of Victory 
Shoe Stores, the concern also operates, 
under lease arrangements, shoe depart- 
ments in department stores and _ spe- 
cialty shops, including some of the lead- | 
ing establishments in their respective 
communities. Samuel Blum is presi- 


ered about in a cozy resemblance 





dent of the concern and Abe Rubin is 
secretary and treasurer. 


James F. Condon & Sons Re- 
model Store 


CHARLESTON, S. C.—The firm of 
James F. Condon & Sons, which has | 
been in the merchandise business in | 
Charleston for the last thirty-two 
years, will soon begin remodeling work 
on its King Street store. The second | 
floor will be devoted chiefly to the in- | 
expensive shoe department for women | 
and children. 
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Popular Pattern for Fall 








The style illustrated above shows a 
popular trend in fall oxfords with high 
Louis heels. Shoes of this type, with 
slight variations, are to be found in 
many of the fall lines. The model 
shown is of black suede with black 
lizard trim. It is equally effective in 
the autumn brown shades. 








Lizard Favored in Des Moines 


Des MOoINEs, Iowa. — Real lizard 
sports shoes in either brown or gray 
hues have already made a bid for pop- 


ularity in Des Moines and are slated | 


for further favor this fall, according to 
H. H. Morgan, manager of the Walk 
Over Boot Shop. One popularly priced 


model is of rajah lizard with spots ar- | 


ranged in definite decorative effect. 

Brown or 
of lizard trimming in diagonal lines 
are appearing in great numbers in lo- 


cal stores. Another style note for early | 


fall is the popularity of plain pumps, 
which have enjoyed a stellar place in 
Des Moines throughout the summer. 
Practically all local stores are sold out 
on white shoes, despite the fact that 
most of them were heavily stocked this 
past season. 

New style notes advanced by the lo- 
cal Walk Over shop for the coming 
season include a new heel, the boule- 
vard, which is being largely used. The 
local store has put in a supply of 
leather purses to match the shoes, par- 
ticularly those with the distinctive 
touches of lizard for trim. Since this 
innovation was started, the department 
has shown evidence of real attraction 
for the customers. Mr. Morgan is 
thoroughly sold on the importance of 


this type of ensemble selling in shoe | 


stores. 





black shoes with touches | 








Drop in Hide Imports 


New York—A material drop in 
hide imports at three leading 
ports during the five-week pe- 
riod since duty became effective 
on June 17 is reflected in figures 
compiled by the New York Hide 
Exchange. The total imports dur- 
ing these five weeks, namely June 
16 to July 19, was 220,855 hides, 
compared with 418,503 during the 
five-week period of June 17 to 
July 20. Total imports this year 
up to July 19 amounted to 1,987,- 
337 against 1,261,432 for the cor- 
responding period last year. 








MUSEBECK 
Doubleflach (oar Susight 
SHOE 
IN STOCK 


Police 
Shoe 


666 scree Boarded Calf, Double Sole 

Evans Heavy Black Kid, Double Sole. 
“10 Black Boarded Cif., Dbl. Sole, Stormwelt. rf oS 
11 Same as above with Long Counter........ 4.85 








Service 
Shoes 


38 Tan Elk 
58 Black Elk, 
37 Tan Elk 
57 Black Elk 


Orthopedic 
Last 


8 Black Ruby Kid. 
Arch Support ‘Ins ole. 
90 Bla k ‘Mellow Kaffor Calf 
95 Tan Mellow Kaffor Calf 


Double Oak Sole 
Double Oak Sole 
Overweight Single S 
Overweight Single Sole 


Combination 
Last 


60 Evans Black Ruby Kid -$4.50 
S60 Same as above with Arch Support Ins ole. ri 4 
80 Black Mellow Kaffor Calf 

Tan Mellow Kaffor Calf oe ove 460 





TERMS: 2% 30 DAYS NET 


MUSEBECK. 
IO COMPANY 
DANVILLE, ILLINOIS 


20 DAYS, 
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“Spectator Sport” 


No. 5860—Wemen’s 
Dawn Eric - Tan _ calf 
trimmed Blucher Oxford; 
solid leather, Cuban heel; 
widths B to D. 


Price $3.60 





Samples Sent Prepaid 


POWELL & CAMPBELL 


122 DUANE STREET ESTABLISHED 1879 















One of Our Many Great Values 


Misses’ black tip oxfords, 114% to 2 
Growing girls’ black tip oxfords, 3 to 7 





In 18 pair lots 
9/8 heels 


Good oak soles 


$1.50 


THALHEIM’S WEARWELL SHOE CO., Inc. 
141 Duane Street, New York City 
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IN STOCK 


5577—Griess - Pfleger’s Photo 
Black and White Rajah Vamp, 
Kaffor Quarter. 


5579—Griess - Pfleger’s 
Brown Rajah Vamp, 
Kid Quarter. 










Photo 
Brown 


Long Vamps only; 20/8 Spike 
and 14/8 Junior Louis Heels; 
Silk French Cord, Kid Lined. 


C Wide Sizes.3 to 8 


B. Friedman 
Shoe Co. 


109 Reade Street 
New York City 





THe NEW 





Profit 


With the approach of Fall there 
every indication of 1930 closing as, 
record year for spats. 


The chief concern of the retailer j 
to merchandise spats at an appreciab! 
profit. The Blog Shoe Company cop 
tinues this year to offer unusual value 
in men’s spats, which have gained , 
reputation for perfect style, and 
material. 


Mr. Maurice Blog, president .f the 
Blog Shoe Company, confident! \ pre. 
dicts a great Fall for spats, and as an 
incentive to retailers has adopted the 
unusual policy of selling bot) in 





“COMPO” REGENT OPERA PUMPS 








IN STOCK READY TO HIP 
R-12916 Patent Leather I $3.40 
R-12910 As above I 3.40 
R-12926 Black Satin I 3.40 
R-12920 As above I 40 
R-12986 Kaffor Kid I 3.40 
R-12980 As above 3.40 
R-12996 Black Moire I 50 
R-129M6 White Moire I 65 
R-12946 White Kid I 3.65 
R-12940 As above 3.65 
R-12956 White Satin I 65 
R-12976 Black Suede I 3.65 
ALL ON THE MODIFIED T\ AST 

Louis Heels—AA to C 

Baby H 
Write or wire ord 
5 
Lazarus Fried & Sons, Inc. 

120 DUANE STREET ,. NEW YORK 








No. 2618—Black kid Oxford Tie, 
arch and cottage shank. Also, steel arch and cottage shank. Also 
Black kid and Brown kid. in Patent and Brown kid. 
Widths D and FEE—Sizes 3% to 9. 
BLEECKER SHOE CO., INC. 138-140 Duane Street 
Boston: 216 Essex St. Philadelphia: 17 No. 4th St. 
Pittsburgh Headquarters: Hotel Henry 


No. 2614—-Patent, One-Strap, steel 

















Dozens of your customers are looking for 


Goo 







Pump 


“Queen of all operas” 
In original balloon and new 
od oe 


Wherever there are women who 
dance—there the DANCETTE Pump 
sells big It’s the best fitting, 
most comfortable and most popular 
pump in medium-priced footwear. 
Carried in stock in patent leather, 


black satin, and Kaflor Kid. “ 
Widths AA, A E_AMade to order in any mat 
‘Duane-Shoe | ans 
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137 Dua 


Cresc 


4406—P. 
4407—s 


8] 
4408— 5 





combi 
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A ‘b 


n Spats 


ted and domestic spats for early 
livery from 75 cents to $3.00. The 
rofit possibilities on this basis are 
ious enough, and merchants may 
ly on an up-to-date line of spats, 
brried in stock, made up in every 
ding shade and featuring four hole 
uttons on all grades. 















With the universal style appeal of 
pats throu ghout the country this year, 
__ fo progressive retailer’s business can 
t thee. complete without a full line of 


pats. 


Make profit on them with Blog 
merchandise. 





$2.95 Retailers In Stock 





No. 2005—Patent leather, high 
heel. 

No. 2006—Patent leather, baby 
heel. 


No. 2007—Kaffor kid, high heel. 
No. 2008—Kaffor kid, baby heel. 
No, 2009—Brown kid, high heel. 
No. 2010—Brown kid, baby heel. 
No. 2030—Black satin, high heel. 
No. 2031—Black satin, baby heel. 


J. WEISS SHOE CO. 
K 137 Duane Street New York City 





Pale MA R "ry iT 
R LA OM A RK shan "nat | 
We Challenge Comparison with Any 


Other Shoes in the Country 
at These Prices 


1581—Black suede one-strap, 
Rajah snake trim, 20/8 
ee $2.35 
1582—Same in 15/8 heel........ 2.35 
1561—Same in Kaf. kid, Rajah 
snake trim, 20/8 heel.... 2.2 
1562—Same in baby heel....... 2.28 
1563—Same in Cuban heel...... 2.2 
1551—Patent, black snake 
trim, 20/8 heel. 2.25 
1552—Same in baby heel. 2.25 
1553—Same in Cuban heel 2 25 
1571—Brown kid, brown 
snake trim, 20/8 
err 2.25 
1572—Same in baby heel. 


LEVEY BROTHERS SHOE CO., 




















No. 1581 


145 Duane St. 





r Look Over Our Line 


Spats 


Reduced Price for Early Delivery 


From 


75 Cents a Pair 





BLOG SHOE COMPANY, Inc. 


of Men’s 





Samples sent on request 


147 Duane St. 





85.00 

£1510—Black suede Oxford, 
genuine Rajah lizard tip, 

stay and fox, 20/8 Sp. 

heel, AA to C....85.00 
£1511—Same as 1510 in 16/8 
Cuban heel, AA to C 








GENUINE RAJAH L 
TRIMMED OXFORDS 
Brown Kid and Black Suede 


21508—Brown kid oxford, genu- ~ ; 
ine Rajah lizard tip, In Stock AA-C 4 
stay and fox, 20/8 Sp. 7, : 
hee 1, AA to C..85.00 ~~ : 


21509—Same as 1508 in 16/8 oa). Wa 
Cuban heel, AA to C y “A 


IZARD 





Crescent 100% Compo Opera Pumps 


4406—Patent, 21/8 aye $3.40 
——* a - e in 15/8 Baby 


4408—Biack Moire, 21/8 Spike 

4408—Kaffor kid, 21/8 Spike 
3.40 

eee a 1, € in 15/8 Baby 
3.4 


jtsascesees | 0 

4411— 11 ar 3 suede, 21/8 Spike 
3.65 

4412—Same in 15/8 Baby 
Spike ......cceee BOS 





Built On Our New Exclusive Bite AOE 
Modified Toe Last. High Heels, 
AA to C. Baby Heels, A to C. All In Stock—At Once Delivery. 


CRESCENT SHOE CoO. 
131-133-135 Duane St., New York City 
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OXFORDS 


The predominating 
note for fall. 





Swagger” $2.15 


2644-5 Pat. Baby and H.H. 9037 Pat. Ox. Baby 
2646 — Baby 9038 Pat. Ox. HLH 
2647 Kaffor Ox. H.H 9039 Kaffor Ox. Baby 
2648 Blk. Suede Ox. Baby 9040 Kaffor Ox. H.H. 
2649 Bik. Suede Ox. H.H. 


LION SHOE COMPANY, Ine. 





55 


LION SPECIALS! 





’ 


Zebra” $2.75 


9041 Blk. Suede Ox. Baby 
9042 Bik. Suede Ox. H.H. 
9043 Brn. Suede Ox. Baby 
9044 Brn. Suede Ox. H.H. 


118 Duane St. 




































WHERE TO BUY 
Men’s Shoes 





Th py foe 


WOMEST ALL 


50 STYLES IN STOCK 


EMERSON SHOE MFG. CO. 
ROCKLAND, MASS. 


WRITE TODAY FOR CATALOGUE 


Lew 


KUMFORT-ARCH SHOE 














If, STEADY PROFITABLE 
BUSINESS IS WANTED. SELL- 





ror MEM 
M. A. PACKARD CO., Makers (P) 
BROCKTON ae 





NETTLETON 
Shoes of Worth 


A. E. NETTLETON CO. 


BH. W. COOK, President 
Syracuse, N. Y., U. S. A. 


MEN'S FINE SHOES EXCLUSIVELY 








Stacy Adams Co. 
Manufacturers of 
MEN’S FINE 

SHOES 


Brockton, Mass. 




















RADE ONLY” 


EAST WEYMOUTH. MASS. U.S.A. 











News of the Traveling Salesmen 


LESLIE ARENS, Julian Kokenge 
Co., Cincinnati, has just returned 
from a most successful trip throughout 
the Western territory. 


pP M. PROSSER, of the Chicago office 

eof Dunn & McCarthy, manufactur- 
ers of Enna Jettick shoes, has returned 
from England where he spent his vaca- 
tion, and has resumed work in the Chi- 
cago territory. 


HARRY J. SPELDER of Buffalo, 
N. Y., now represents the John 
Pilling Shoe Co., of Lowell, Mass., 
makers of a line of McKays for misses, 
children, boys and little gents. He was 
formerly with the Hood Rubber Co., 
and will cover for the Pilling company 
his old territory in up-State New York. 


HAL FAIRFIELD is now covering 
the Northwest for the C. H. Alden 
Co. of Abington, Mass., making his 
headquarters in Chicago. This is the 
same territory which he covered for 
many years while a member of the 
sales staff of the A. E. Nettleton Co. of 
Syracuse, N. Y. 


HARLES W. SNOW, Sr., is now in 

the Middle West making his initial 
trip for the Brockton Co-Operative 
Boot & Shoe Co. of Brockton, Mass. 
His territory stretches from Buffalo, 
N. Y., westward as far as Kansas City, 
Mo., including all the larger centers, 
such as Detroit, Cleveland, Cincinnati, 
Chicago and St. Louis. For many years 





Shoe Store Rebuilt in 
Five Days 


CHICAGO (UTPS) — Seven- 
league boots may be out of stock 
in the modern shoe store, but 
their counterpart in a five-day 
construction job was carried by 
the newly opened Thom McAn 
store at 807', East Sixty-third 
Street. 

On Monday morning the first 
carpenters started to work and 
the store was completely rebuilt 
and opened at 7:45 o’clock the 
following Saturday morning. 

It’s the system, says Albert H. 
Buehler, district supervisor in 
charge of the installation. The 
McAn method of store installa- 
tion is so timed that no subcon- 
tractor interferes with the work 
of another. Carpenters, glass 
workers, shelving experts, paint- 
ers and plasterers succeed one 
another with almost  clocklike 
precision, while materials for the 
job are delivered at the time, and 
in the order, that they are needed. 
Likewise, the business of sizing 
merchandise, trimming windows, 





etc., is “paced” with the con- 
struction program. 

The new store is the 504th of 
the chain. 








Mr. Snow was with the Forbush 
Co. of North Grafton, Mass. 


OHN BENNETT, who has « 
the Southern territory for the 


mier Shoe Co., Inc., of Brooklyn, 


the last two years, has been ass 


Shoe 


to the Mid-West territory. Forma! 


tices of this change in territory 
been sent to the retail trade by, 
company. 


AROLD P. SMITH, formerly wi 


Rice & Hutchins, and Jose; 


Herman Company, has now joine: 
Chapline-\) 


sales force of the 
Shoe Company of Milwaukee. 


Smith will sell the combined Ma: 
Washington line in New England, » 


York City, 


eastern Pennsylvani 


Maryland, Delaware and New Jersey 


His wide experience as a salesmar 
as a sales and advertising manag: 
given him a complete inside anid 
side experience which will be 
help to him in his new connection 
is now in the territory calling . 
customers as fast as possible. 


HAT the West is settling back 


normalcy and within two or 


months will see a definite upwari t 


in business is the optimistic out! 
Cincinnati shoe manufacturers. 
Herbert L. Lape, Jr., of the . 
Kokenge Co., says: “While busin 
certain sections shows some depr: 


other parts of the country are nearly 


normal. 
four months there will be a defini 
ward trend in business.” 

Black kid, it is predicted, 
right over, especially in dull 
Faille, black ooze—anything du! 


We feel that within thr 


be good. While brown kids continue 


take at least one-fifth of the bu 
patent has fallen down woefull; 
black satins have bowed to moi 
faille. 

The run on perforations still | 
and fall styles with underlays co: 
to sell. 


L REISS, shoe merchandis« 
buyer for the Pizitz Dry 
Co., Birmingham, left for a two 
market trip on August 16. His 
ties will be confined to huying { 
basement and second floor men 
boys’ departments, as well as f 
third floor better grade ladie 
children’s shoe department. Th 
York buying offices are at Ben 
115 West 31st Street. 


— production in Brocktor 
tinues to be spotty, some « 
factories continuing to be fair], 


and others lagging. Evidence of t 


is seen in the fact that shipme: 
talled only a little more than 
cases week before last as con 
with more than 9000 cases last 
A slight increase in orders w: 
ported by plants making both 
and women’s lines, with flatteri! 


ports coming in from the far w::' 





coast and the big cities sections. 
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Give your customers 


the 
COMPLETE 
SATISFACTION 
OF 
NON-SLIPPING HEELS! 





SPECIFY oncdo INNERSOLES 


Then you need not guess that your 
shoes will be comfortable at the 
‘heel. Onco Innersoles through 


their full flexibility give assurance 





that the form-fitting heel will not 





slip, because heel-slipping is largely 


Teace Mann 


caused by sole rigidity. Another THE PERFECT INNERSOLE 
outstanding feature of ONCO In- 


PERMANENTLY LIGHTER .IN 
FLEXIBLE WEIGHT 


CUSHIONED UNIFORM MOISTURE 


i RESILIENCY IN QUALITY 
squeaking of shoes. Increase the AND ee aeegs ABSORBENT 

* ‘ RETAINS ITS WILL NOT 
goodwill for your store by specify- SHAPE DRAW THE FEET 


ing ONCO Innersoles. 


nersoles is that they eliminate the 


NO SQUEAK IN ONCO INNERSOLED SHOES 





BRANCH OFFICES: 
New York City Boston, Mass. Chicago, III. 
233 Broadway 76 Lineoin Street 110 So. Dearborn Street 
Atlanta, Ga. St. Louis, Mo. Pittsburgh, Pa. 
1023 Candler Bidg. 1012 Arcade Bidg. 1626 Oliver Bldg. 
San Francisco, Cal. Minneapolis, Minn. Montreal, P. Q. 
58 Sutter Street 736 Plymouth Bldg. 509 New Birks Bidg. 
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WHERE TO BUY 


Dancing Sandals 


i eel 





WEL> 


¢ 
We 


Men’s 
Fine 
Shoes 
Old 
Colony 
Shoe Co. 
Brockton, 
Mass. 


“A MAN’S DECISION” 


THE 


SHOE 


Boston—183 Essex Street 
N. Y¥.—915-917 Marbridge Bldg. 











WHERE TO BUY 


Women’s Shoes 


—_- 





Ultra-Smart Sandals 


Complete color 
combinations 


Unusual 
Profits 
Write direct 


BIARRITZ SANDALS, INC. : 
83 West 27th St. New York 








CUSHION SHOES 


FOR WOMEN 
THE JOHN EBBERTS SHOE O0., ING. 
IN Buffalo, N. Y. STOCK 











WHERE TO BUY 


Store Fixtures 


HAVE YO 41 COPY OF THI 
NEW GOODWIN CATALOG 
of SHOE STORE FIXTURES 
ind STORE INSTALLATIONS 

( GOODWIN & CO., In« 

Worcester, Mas 


Rubber Stocks Moving 


LOUISVILLE, Ky. (UTPS) — Ender- 
Forrest, Sixth and Main Streets, report 
good future business in galoshes, as 
they have already had gratifying sales 
of both lines for which they are agents 
—the Hood Rubber Company and the 
Hoge-Montgomery Company, of Frank- 
fort, Ky. 


Macon Store Sold 


Macon, GA.—Hyman Avrunin and 
Mose Karesh, owners of the Kitty-Ann 
Boot Shoppe at 568 Cherry Street, have 
sold their business to the Hole-in-the 





Wall Shoe Store, 


Sell in Combination 


[CONTINUED FROM PAGE 21] 


look snappier, have more style and 
tend to eliminate a shuffling walk. 
High heeled shoes for men are selling 
extensively in and around New York 
this spring. Other large cities have 
taken them up but they have not sold 
to any extent as yet in the smaller 
cities and towns. These heels were 
first sold about September 1 of last 
year and now most New York stores 
carry them.” 

The Martin shoe department works 
in close cooperation with the sports 
department. For instance, when a 
man buys a riding habit the salesman 
always refers to the line of riding 








Hide Price Differentials Fixed 


New YorkK—The Adjustment Com- 
mittee of the New York Hide Exchange 
has fixed price differentials between 
the basis grade and the premium and 
discount grades of hides deliverable 
against Exchange contracts, same to 
be effective Aug. 15, 1930, to prevail 
until further notice. 

The differentials are based on hides 
taken off in the United States and 
Canada in the non-discount months of 
July, August, September, and Frigori- 
fico hides taken off in the non-discount 
months of December, January, Febru- 
ary on basis of delivery ex-dock or 
warehouse, duty paid. 

The differentials fixed in cents per 
pound are as follows: 

Frigorifico Cents per Pound 
Rees 4.45 premium 
ee eee 3.85 premium 

a 4.25 premium 

Ex. Light Cows & Steers 

4.15 premium 

Packer 
Heavy Native Steers..3.00 premium 
Ex. Light Native Steers 

.50 premium 

Heavy Native Cows...1.00 premium 

Light Native Cows... basis 

Heavy Butt Branded Steers 

3.00 premium 

Heavy Colorado Steers 

2.50 premium 

Heavy Texas Steers..3.00 premium 

Light Texas Steers...2.00 premium 

Ex. Light Texas Steers .50 discount 

Branded Cows........ .50 discount 
Packer Type 

Branded Cows & Steers 

Native Cows & Steers 


Woldenberg’s Open Shoe 
Department 


MADISON, Wis.—Woldenberg’s, de- 
partment store has just opened up an 
exclusive, modernistic shoe and hosiery 
department in charge of N. N. Berlin, 
recently district manager for Sterling 
Shoes, Inc. 

Distinction and individuality will be 
featured in Woldenberg’s shoes, Mr. 
Berlin stated, and there will be no 
difficulty in choosing footwear at rea- 
sonable prices. It is Mr. Berlin’s be- 
lief that pumps will lead in popularity 
for fall, with strap slippers and ties 
following close behind. Dull black kid 
will be most featured among the 
leathers; reptile skins, except for dis- 
tinct sportswear will be confined chiefly 
to trimmings. 


.50 discount 
.25 discount 


58 


boots in the shoe department, and many 
sales are effected in this way. When 
a bathrobe or smoking jacket is solq 
slippers of the same color are sug. 
gested, and the store carries fifteen 
shades of slippers in order to be able 
to watch the various colors of the 
gowns. 

There is an especially close tie-up 
between the shoe and hat department. 
If a new shade of hat becomes jopy. 
lar, special shoes are made up Z0 
with it and are suggested by the hat 
salesmen. The same applies to shoe 
buyers who are always prospec?« for 
the sale of a hat. 

“We handle two standard makes of 
shoes, and although our departm:nt js 
small we carry a wide variety of mod. 
els,” Mr. Gray said. “Style is the chief 
factor in selling men’s shoes ‘oday. 
Style involves change and noveity, and 
we endeavor to change our mod:'s as 
often as possible. 

“We merchandise our new styl<s by 
extensive local newspaper advertising, 
which links up with the manufactur- 
ers’ national advertising.” 


What Will the Well Dressed 
Man Wear? 
[CONTINUED FROM PAGE 19] 


for cloth received by woolen and 
worsted mills, and distributes to mill 
executives, sales agents, and clothiers 
figures that show the relative demand 
for various colors and patterns. 

The charts reproduced are based on 
analyses of orders for sufficient cloth to 
make more than twenty million men’s 
suits annually. The suits that will be 
delivered to retail stores all over the 
country next fall, if assembled in one 
place and sorted according to colors 
and patterns, would appear in groups 
of the same relative sizes as the figures 
shown on these analyses of cloth or- 
ders. 

Men in trade know in what months 
original and duplicate cloth orders are 
placed. They watch with particular 
interest the sales records of months in 
which duplicate orders are received, in 
order to learn what is selling to con- 
sumers—what is actually in fashion. 

Consumer demand, on one hand, and 
present day methods of manufactur- 
ing and distributing cloth and clothing 
on the other, combine to make fashion 
changes in men’s clothing a gradual 
evolution; and the transition from one 
fashion to another is unmistakably ap- 
parent in a record of orders for cloth. 


Forsythe Shoe Corp. Holds 
Annual Outing 


BALTIMORE, Mp.—Forsythe 5 hoe 
Corp., 214 West Lexington S'reet, 
Baltimore, held their annual outing on 
Sunday, August 17th at Lake Hopat- 
cong, New Jersey. The employ of 
the Washington ang Baltimore 
left by bus at 7 P. M. and journe; 
the way up, returning Monday 
ing, August 18th. B. Rosenberg, 
ager of the Baltimore store, 
Smith, manager of the Washi 
store and P. P. Polati, district 


if 
i 





ager, were in charge of the trip. 
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AIR-TRED AIR-TRED AIR-TRED AIR-TRED AIR-TRED AIR-TRED 


AIR-TRED 
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Boor a: 
combini 


® 


CY AIR-TRED @ £AIR-TRED @ AIR-TRED @ AIR-TRED @ AIR-TRED @ AIR-TRED 





Something new under the sun 


qauL-urv 


sand for your Fall business 


AIR-TRED 


AIR-TRED 


Q 
- 
3 
f 
- 
< 


AIR-TRED 


AIR-TRED 








Exclusive 
AIR-TRED 
Features 


. Has a patented air 
cushion that shapes 
the insole to the con- 
tours of the _ indi- 
vidual foot. 


. Makes for resilience 
and flexibility far in 
excess of ordinary 
welt shoe construc- 
tion. 


3. Gives additional sup- 


port to the horizontal 
(metatarsal) arch 
and to the instep 
arch. 


. Assures level tread 


and distributes the 
wear evenly over the 
entire sole surface. 


. Prevents humping 
of insole or forma- 
tion of welt ridge. 

. Makes a nature- 
shaped cup for the 
heel. 

. Gives the foot ease 
and freedom and re- 
tains the original 
shape of the shoe. 























Style No. T4334—$4.60 
One Strap Center Buckle. Selected Black Ruby 
Kid. 14/8 Wood Heel. In stock at Auburn, 
Maine AAA, AA, A, B, and C, 


The new AIR-TRED shoe gives you seven new sales features 
(see column at left) with which to increase your volume this 
Fall and better serve your customers’ requirements. And in 
addition to these features AIR-TRED gives you new styles, new 
patterns, and new standards of welt shoemaking. 

AIR-TRED is the name of the shoe that is making history. 
Utilizing an entirely new and patented construction, this shoe 
is literally the talk of the industry. And yet there has been no 
ballyhoo, no beating of drums or flashy announcements. The 
success of the AIR-TRED shoe has been the result of sheer 
merit. 

It will pay you to investigate the value to you of this new shoe. 
Illustrated above is one of the new models in stock. Send in 
a trial order on this number. Remember that the AIR-TRED 
shoe is manufactured exclusively in women’s shoes by the 
Ault-Shackford Shoe Company, and that every number is made 
on Co-ordinated Lasts and Patterns. 


Exclusive Franchises Now Being Granted 


AULT -SHACKFORD 


SHOE COMPANY 


ST. LOUIS, MO., 416 North 12th St. 


AUBURN, ME. 


© 


GauLyuirv 


GayL iv 


® 


® 


AIR-TRED 
aay. yiv 


(In-stock Dept.) (Factory and In-stock Dept.) 











4 AIR-TRED @® AIR-TRED @ AIR-TRED @ AIR-TRED @ AIR-TRED @ AIR-TRED 
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WHERE TO BUY 
Men’s & Women’s 
Slippers 


a i ie it te) 





MEN’S FINE 


HAND TURNED 
SLIPPERS 


Manufactured 
Prices trom by 
$2.15 to $3.50 W. S. CHASE & SONS 
Haverhill, Mass. 








Besten Office: Room 501, Statler Bldg. 





IN-STOCK Women’s D’Orsay 
Slippers 

In a wide variety of 

colors — Combining style 

with comfort. Created by 

the manufacturers of 


PoL Lez. 
Pullman Slippers 
Nationally known 
SWAN SHOE CO., INC. BALTIMORE, MD. 
Manufacturers 
New York Office—Room 551, Marbridge Bldg. 


Samples 
and Prices 
on Request 





An Absolute Fact 


Prices: 
60c. to $1.65 
per pale 


HORCO SLIPPERS are made better 
—and sell better—than any other 
slippers on the market in the popu- 
lar price class, 

Catalog on Request 


VINCENT HORWITZ CO., Ine. 
64-76 West 23rd St. New York City 














g. HAND-TURNED 


LEATHER SLIPPERS 
IN STOCK 








ABBOTT SHOE CO. 
NO. READING, MASS. 














High Grade Turn Mules 
and D’Orsays 


Catalogue sent on 
request 


Paristyle Footwear Mfg. Co., Inc. 
Factory and Salesroom 
49-46 West 25th St. New York City 








Two Beloit Companies 
Join in New Merger 


Will Be Known as Freeman Shoe 
Corporation 


BELoIT, Wis.—The Freeman Shoe 
Manufacturing Co. and the Freeman- 
Beddow Shoe Manufacturing Co. have 
consolidated here under the name of 
the Freeman Shoe Corporation. It 
was stated that there will be no change 
in the personnel or policy of the new 
company. Officers of the concern are 
R. E. Freeman, president; H. C. Free- 
man, first vice president; J. A. Beddow, 
second vice president; and H. T. Cary, 
secretary-treasurer. 

The company will continue to manu- 
facture the Freeman Famous Five and 
the Freeman-Beddow Fashion Built 
line, selling at $5 and $7 respectively. 
In addition the Freeman Imperial Six, 
a new line, retailing for $6, will be 
added. 

Both plants of the Freeman Shoe 
Corporation now have more than 900 
employees and the business of the com- 
pany has maintained a good average 
throughout the first half of the year 
with an increase of 11 percent over 
the first six months of 1929. 


Juvenile Sport Shoes 
Close Record Season 


CINCINNATI, OHIO (UTPS)—The 
biggest sport season they ever had, is 
the general report on the sale of ju- 
venile shoes, in the season just past. 
A feature worthy of comment was the 
preference for leather heels over rubber 
in the junior boys’ and subdeb sizes, 
owing to the modern youth’s desire to 
dance. 

The heel and the fit guide the market 
for misses—for the junior miss is de- 
manding more height to her heel than 
ever before, and 12/8th, 15/8th and 
even higher styles were sold in all 
colors and white. The correct curve 
is also a matter of consideration. 

Fall styles are paterned largely after 
the adult. Mothers are showing a 
greater interest in pattern and fit than 
in quality, according to reports, al- 
though quality is demanded, of course. 
The woman with small feet patronizes 
the junior shop and can find there the 
fit and style adapted for her use. 

Even infants follow the mode and 
style shops here are showing soft calf 
and dyed reptile. However, the pre- 
ferred material is buckskin for in- 
fants. 

“Children’s feet,” comments Harry 
S. Gordon, “are getting longer and 
narrower. Less going barefoot, and 
less walking due to the automobile, 
have changed the size of children’s 
feet, double A’s and triple A’s being 
very common.” 


Buys Brooklyn Arch-Aid Store 


New YorK—The Brooklyn Arch-Aid 
Shoe Shop, 292 Livingston Street, 
Brooklyn, has been bought by Arch-Aid 
Shoe Shop, Inc., of which Ellis Arndt is 
president, to be run in conjunction with 
other Arch-Aid stores at 38 West 
Thirty-ninth Street, and 48 West Forty- 
seventh Street, New York City. 
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Fred A. Mayer Shoe Co. 
Organized in Milwaul:ece 


MILWAUKEE, Wis.—The Fred A, 
Mayer Shoe Company has been oran- 
ized here to take over the Rich-\ 
Shoe Company’s plant at 655 Bu 
gtreet in this city. The compar 
wholly owned by Milwaukee ca; tal, 

The concern has issued 1,000 s}. ires 
of 7 per cent accumulative pref: 
stock at $100 each and 2,000 shar 
common at $10 per share, all of \ 
has been placed privately. The c: 
stock of the new corporation am 
to $120,000. 

Operations have been started a 
new plant and at present the co 
plans to produce 400 pairs of 
daily and gradually work up to « 
ity output of 1000 pairs daily. 
men’s shoes are to be made exclu 
and sold only to the retail trade. 
firm employs about 70 persons at 
ent and when production is st 
up a much larger number will 
the pay roll. 

Officers of the new company 
Fred A. Mayer, president; Fre 
Moritz, vice president and L. B. 
secretary-treasurer. 


Ohio Dealers Sponsor Gr, 
Meetings 


CoLuMBus, OHIO (UTPS)—Th 
enth of the series of group me: 
sponsored by the Ohio Valley 
Shoe Dealers’ Association, the 
Retail Dry Goods Association a: 
Ohio Retail Clothiers’ and Furni 
Association will be held at A 
Ohio, Sept. 17. A golf tourname: 
precede the meeting, which will | 
at Athens Country Club. The « 
comprising the district are A 
Meigs, Vinton, Fairfield, Hockin 
Gallia. Speakers will be Geo 
Sheridan, executive director « 
Ohio Council of Retail Merchant 
Frank Stockdale, head of the 
management division of the thre: 
ciations. Present day problems 
tailing will be discussed. Se 
C. E. Dittmer of the three associa! 
is arranging the program. 


Demand for Inexpensi\e 
Footwear 


LOUISVILLE (UTPS)—J. C. 
3rd, said in discussing trade 
tions that they had noticed a « 
impetus in the sale of eheaper 
that inexpensive shoes were in 
demand and that when they 
clearance of better shoes in thei 
ment, it was crowded with cust 
His firm, The Boston Shoe Stor 
found that the moderate price 
$8 and $9—were the ones that |! 
poorest sale at present. Thei 
— shoes still have a _ ver) 
sale. 


Discontinues Store 


SAN FRANciIsco (UTPS) - 
More, 285 Geary Street, announ 
discontinuing of his French S 
458 Geary, as he finds his cus 
can be served as well from t! 





Geary Street Store and the s 
| French Shop is no longer nece 


Boor AND SHOE RECORDER 
combining THe SHOE RETAILER, Aug 





Boor ant 


combin 





i 


Surely .. wear them 
right out of the store . ! 


“JUST WRAP UP THE OLD ONES. THESE NEW ONES FEEL JUST 
AS COMFORTABLE AS MY OLD PAIR!” 





BLUNT TOE ...NARROW TOE 


Armstrong’s 


Product 


O breaking in when shoes have 

Armstrong’s Cork Box Toes and 
Counters! You can safely say to customers, 
“Wear the new ones right out of the 
store.” For Armstrong-equipped shoes 
guarantee comfort from the start. 

Armstrong’s Cork Box Toes and 
Counters give shoes a resiliency that re- 
sponds to every foot movement yet 
always preserves the shape. Cork-weight 
lightness makes shoes easier on feet. Thus 
comfort is actually built in, and style 
lines stay trimly neat. 

Many retailers have seen their sales 
increase after putting in a line of shoes 
equipped with Armstrong’s Cork Box 
Toes and Counters. Not only are old 
customers pleased with the style-comfort 
feature of these shoes, but new customers, 
too, come back—and bring their friends. 

Leading manufacturers use Armstrong's 
Cork Box Toes and Counters in their 
shoes. Let us send you a list of their 
names. Add a trial line of cork-comforted 
shoes to your stock and see for yourself 
how well they sell. After that you will 
always specify Armstrong’s Cork Box Toes 
and Counters. Armstrong Cork Company, 


Shoe Products Section, Lancaster, Penna. 





Branch Offices at Your Service 


ER. 6650 kvuedean 197 South St. 
MILWAUKEE, Wis......811 Majestic Bldg. 
CINCINNATI, Ounto.........1017 Broadway 
St. Louis, Mo............2048. Third St. 
TORONTO. . ..522 King St., West 
MonTREAL............1001 McGill Bldg. 











~ No matter what the type or last —Armstrong’s 
P Cork Sox Toes and Counters will add comfort 
and preserve style in gny welt shoe. 








ARMSTRONGS CORK 
BOX TOES avd COUNTERS 
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WHERE TO BUY 


Men’s & Women’s 
Slippers 


Coececcece ° GANS eee 
Stan 
request. IN 51UCK 


Ne. 434—Tan 
Kid Byverett 
$2.65 








Oe 8. EVANS’ SON CO., Wakefield, ook 


WHERE TO BUY 
Pullman Slippers 





PULLMAN SLIPPERS 


Blue, green, black, tan and red 
carried in stock. Write for samples. 


LYONS & COMPANY 
122 Duane Street, New York City 











WHERE TO BUY 
W ork Shoes 


4 oo 








IN STOCK 
IF it’s built by Bass ~ 


=, buill for Service 


Goodwill Shoes 


For Hard Service and LongWear 


BB Work and Service Shoes in Stock I 


ABRAM L. COOMBS DIES 


Was Assistant Manager of U. S. 
M. C. Branch Office 


MARLBORO, MAss.—Abram L. Coombs, 
assistant manager of the Marlboro of- 
fice of the United Shoe Machinery 
Corporation, died recently in the Marl- 
boro Hospital. Mr. Coombs was stricken 
while on his way from Webster to 
Marlboro in an automobile, but man- 
aged to reach medical assistance with- 
out aid. 

He was born in Islesboro, Me., in 
1861, and in early life served as a 
machinist’s apprentice. In succeeding 
years he was employed by J. W. Luf- 
kin, the Wheeler & Wilson Company, 
and the Union Special Sewing Machine 
Company. He entered the employ of 
the United Shoe Machinery Corpora- 
tion in 1908. He was first assigned 
to the Auburn, Me., office, afterward 
to the Philadelphia office, and subse- 
quently was placed in charge of the 
Harrisburg suboffice of the corporation. 
He was transferred to the Marlboro 
office in 1914. 

Mr. Coombs was a member of Tran- 
quil Lodge, A. F. & A. M., Auburn, 
Me.; Houghton Royal Arch Chapter of 
Marlboro, Marlboro Council, and Trin- 
ity Commandery K. T. of Hudson. He 
is survived by his wife, and two sons, 
R. L. Coombs of Brockton, who is con- 
nected with the Kitsler-Lesh Company 
of Boston; and D. C. Coombs, who is 
connected with the Philadelphia office 
of the United Shoe Machinery Corpora- 
tion. Funeral services were held at 
his home, 98 Greenwood Street, Marl- 
boro, Friday afternoon, Aug. 8. He is 
survived by his widow. 


New Store in Madison, Wis. 


MADISON, WIs.—Woldenberg’s, Madi- 
son’s most exclusive women’s ready-to- 
wear shop, is now doing business in its 
new shop here. A women’s shoe de- 
partment has been added in the new 
quarters under the direction of N. N. 
Berlin, formerly district manager for 
Sterling Shoes, Inc. 


Walk-Over Store to Move 


WIcHITA, KAN. (UTPS)—The Walk- 
Over Boot Shop has leased a new store 
at 118 N. Lawrence Avenue, for ten 
years and it is to be fitted up by the 
Walk-Over management into one of 
the finest shoe stores in the city. The 
lease becomes effective September 15. 








To X-Ray Feet at Fair 


Milwaukee, Wis. (UTPS)—Ev- 
ery woman who visits the State 
Fair this year, held here August 
25th to the 30th, will have an op- 
portunity to see her feet under an 
X-ray machine, which will be in 
charge of Gladys Meloche, of the 
Home Economics Department of 
the University of Wisconsin. Two 
expert attendants will assist in 
demonstrating the machine and 
will make suggestions to women 
regarding the proper fitting of 
shoes. 











Rockford Retailers Organize 


RockFrorD, ILt.—Frank P. Meyer, 
president of the Illinois Shoe Retailers’ 
Association, assisted recently in the or- 
ganization of the Rockford Shoe Mer. 
chants’ Club, which was launched with 
an enrollment of 30 members. Ciar- 
ence Patrick, secretary of the Rock- 
ford Chamber of Commerce, was also 
a speaker at the meeting. The lub 
will arrange for social gatherings of 
the shoe merchants, assist in planning 
style shows, uniform showing of sea- 
sonable footwear, provide exchange 
of business ideas and experiences ind 
be a representative unit of the 
chants. 

Officers have been elected as follows: 
Ralph Masters, Masters Shoe ( 
pany, president; W. F. Resberg, 1 
ager, E. & W. store shoe departn 
vice-president; Eskel Norbeck, 
beck & Son, secretary-treasurer. 
board includes: Sig Asprooth, 1 
ager of Montgomery Ward & Co. 
department; Elmer C. Bagwell, 1 
ager of Owen Owens, Inc., shoe de} 
ment; Pat Lowe, manager, D. J. S 
art & Co. shoe department, and 
Nelson, Nelson-Garveth. 


Boston Shoe Company 
Leases Part Sp: 


LOUISVILLE, Ky., Aug. 8—The 
ton Shoe Co., one of the oldest 
largest local shoe houses, operatin; 
417-419 South Fourth Street, Louis! 
and owning its building, has arrang 
a deal with the Richman Brot 
manufacturers and retailers of n 
clothing, at Cleveland, O., whereby t 
latter company will take over app 
mately half the floor space on the iirs 
and second floors, at 419 South Four 
street, for a retail men’s clothing s 

This space was leased for filtee 
years at an aggregate rental of $25 
000, and about $25,000 will be 
in remodeling the building, insta!li 
partition walls, new front, new 
dows for both concerns, etc. 

The men’s department of the Bost 
Shoe Co., operated by Commonwe: 
Shoe & Leather Co., as a leased 
partment, will be given other space, 
and the store generally remodeled. ' 
Boston Shoe Co. has occupied th: 
tire three floors, with shoes, wome 
ready-to-wear, millinery, beauty 
and other departments, and has ha 
more floor space than was neede:l 
its operations. The new store wil! oc- 
cupy half of the first and second floor, 
and basement, and ovérhead wi!! be 
greatly reduced. 


Wisconsin Reports 
Increased Production 


MILWAUKEE, Wis. (UTPS) — While 
the production of shoes in the United 
States dropped 4.6 per cent during the 
first six months of 1930, in Wisevns 
it went up 4.8 per cent, accordin< 
figures just made public. This 
largest gain of any State in the | 
The general feeling of shoe mar 
turers in Wisconsin is that the 
few months must show an inc! 
activity in buying by retailers b: 
of low inventories. Most manuf 
ers also state that their stocks a1 
lowest in a long time. 
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MARBRIDGE | 
BUILDING 


A 


~ 





The 
Shoe 
Buying 
Centre 
in 
New 
York 





The lines permanently displayed at the Marbridge 
Building always merit your attention. The show- 
rooms of the national leaders in the shoe and 
leather industries are maintained here all year 


round. 
Desirable office space for approved tenants. 


MARBRIDGE BLDG. CO., INC. 


1328 Broadway New York 











ENJOY THE BEST! Modern, scientific 
equipment and management make 
it possible for you to enjoy the best 
in. New York at the Hotel Lincoln. 


Each with Bath 
and Shower 


' 1400 Rooms 
NEW YORK'S NEW $3 5 For $4 7 For 
od One * Two 


H O T _ L Telephone Lackawanna 1400 


LINCOLN 


Eighth Avenue, 44th, 45th Streets, Times Square 


SIX MILLION READERS 


SOMETHING MORE THAN 
JUST SHOES 


Trade Builders are an advertised 
Standard of Value. We tell the 
men in six million homes about 
them every month of the year. 
Thousands of these men are in 
your trading radius. Buy Trade 
Builders. Serve these men and 
take the profit. 


merchandising 
features of 
“Trade Builders’ 


TRADE BUILDERS WEAR 
ON THE INSIDE TOO 


The Grain Leather Combination 
Counter Pocket and Back Stay is 
an Exclusive Trade Builder Fea- 
ture. Men like it. It saves the 
lining and saves the sox. Our 
super fitting Last with the pat- 
ented special steel shank provides 
comfort men demand today in 
footwear. 


Combination Grain Leather 
Counter Pocket &Heel Stay 





TOM 


A soft, easy fitting, genuine Black 
Kid Shoe with all the exclusive 
Trade Builder features at $3.50 
per pair. 


If you sell Men's $5.00 shoes, 
your stock is incomplete without 
“*TUM,.” 


M. T. Shaw, Inc. 
COLDWATER - MICH. 








New Edition 
Shoe and Leather Lexicon 


We are ready to take orders for at once delivery 
of the new and revised Shoe and Leather Lexicon. 
This handy book of the trade is in its sixth edi- 
tion, over 100,000 copies now in use. Price 50 
cents. 


Boot and Shoe Recorder 
239 West 39th St. New York, N. Y. 
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WEST 
35TH 
STREET 


BETWEEN 
5TH AVE. 
AND BWAY. 





|THE 
COLLINGWOOD 











The Ideal New York Hotel for Buyers 


& ae 7 
In the Heart of the Retail and Wholesale District 
+ - o 
RATES 
From $2.00 Single to $12.00 Suites 
. +. a 


SETH H. MOSELEY, Owner JOHN W. GANNON, Mg. Dér. 























WHERE TO BUY 
Ballet Slippers 





BLACK KID BALLET SLIPPERS 


MADE ON RIGHT AND LEFT LASTS 
Wom. Miss. Childs 

1.45 1.40 1.45 

1.30 1.2 


600—(Top Grade) 
609— 5 1.20 


Coast Prices Slightly Higher 
Brooks Shoe Mfg. Co. 
Philadelphia— 
Swanson and Ritner Sts, 
Los Angeles—1162 So. Hill St. 


IN 
STOCK 








PD G SHOES 
soFT. SOLE RHY THM DANCING 
SANDALS 
all ecolers 
ae KID BOUDOIRS 

At jelivery—Send fer 
Ww. M. KILLORAN, Box 1, Lynnfield, Mass. 








BALLET SLIPPERS—IN STOCK 
of the unusual kind 
8102 Bik. Kid Hand Turn 
Soft Toe 
Child's 6 to 11—$1.35 
Misses 11% to 2— 1.40 
Women’s 2% to 8— 1.45 
Also Hard Toes 
SCHWARTZ & a  —~ — poe. 
Specialists in Ballet and 
241 No. 11th St., Philadelphia. E Pa. 








In Stock Black Ballet 
Slippers 
Ladies’ $1.25 pair 
Misses’ $1.20 pair 
Child’s $1.15 pair 
BLOG SHOE CO., INC, 
147 Duane Street, 
New York City 











Rights and Lefts 
Two Grades 
Wos. Miss. Obi. 
$1.60 $1.45 $1.40 wh. 
1.85 1.80 1.25 SUMNER 
In Stock SMITH 
Chicago, Mil. 








325 West Monroe 








5 Girard &t., 





WHERE TO BUY 
Shoe Forms 


made of white, 
transparent or colored 


FAIRYLITE 
Form Co., Ine., Auburn, N. Y. 





USE PARKING STAMPS 


Facilitate Customer 


Convenience 


MILWAUKEE, WIs.—In order to suc- 
cessfully solve the parking problem for 
the downtown retail merchant, the East 
Side Association, Inc., of which A. B. 
Caspari, president of Caspari & Vir- 
mond Co., prominent downtown local 
shoe merchants, is a director, has hit 
upon a plan which is working out suc- 
cessfully. 

Stamps are sold by the East Side 
Association to its members as well as 
to all business and professional inter- 
ests in the territory bounded by the 
association, which in turn are passed 
on to their patrons. These stamps sell 
for cash in units of 33 stamps for 
$5.25. 

Patrons can secure one stamp from 
their retail merchant upon request, 
which entitles them to one hour free 
parking. Patrons can secure addi- 
tional stamps by patronizing more 
than one store, each stamp being good 
for one hour’s parking. 

Contracts with nine parking stations 
in the district have been signed by the 
association so that patrons have a 
wide selection of parking locations. 
Stamps are pasted on the back of the 
parking check and when the patron 
calls for his car he presents the check 
with the stamps affixed to the back and 
no charges for parking are made. 

Retail merchants cooperating in the 
plan display small attract cards in 
their windows announcing to their 
patrons the fact that they are affiliated 
with the East Side Association parking 
pian. A number of retail shoe mer- 
chants in the downtown district of 
Milwaukee east of the river have taken 
advantage of this plan and find it to be 
working out very successfully. 

Patrons in most instances have come 
to appreciate this service, especially the 
women, more and more of whom are 
driving their own automobiles, and 
find it difficult to park in congested 
areas. 


Merchants 


A. Berliner Co. 
In New Factory 


PHILADELPHIA, Pa.—A. Berliner, Inc., 
manufacturers of women’s fine turn 
shoes, have moved their factory from 
Twenty-third and Arch Streets, Phila- 
delphia, where they have been located 
for the past five years, to a new and 
much larger plant at Twenty-eighth 
and Parrish Streets. Their new fac- 
tory gives them 10,000 square feet of 
space, and this will very materially in- 
crease their capacity, enabling them to 
make up to 300 pairs per day. 


Fire Damages Two Stores 


UNIONTOWN, PAa—The Capital Shoe 
Store on West Main Street, was badly 
damaged by fire of an undetermined 
origin, which started in the office of 
the store. The loss was estimated at 
$8,000, with partial insurance. W. J. 
Dyer, owner of the Boston Shoe Store 
which adjoins the Capital Store, suf- 
fered loss by reason of the fact that a 
considerable part of his stock was 
damaged by smoke. 


“ 
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Busy on Fall Orders 


PoRTSMOUTH, OHIO. — With s: 


production abreast of demand 
others swamped, the factories « 
Selby Shoe Company present an i; 
phere of increased activity. 

“We are more than gratified wi 
outlook,” said R. N. Donohoe, ass 
general sales manager. “We 
orders for certain styles which v 
not fill until October and indic 


departments. We feel that inte 
salesmanship has brought these r 
In our Ironton factory we are ti 
out 1600 pairs daily while at th 
tral plant at Portsmouth we 
reached 75 per cent of capacity.” 

Roger A. Selby, president, 
Doty, general sales manager, and \, 
TePas, secretary, recently visit: 
New York district on sales pro: 
activities. 

Richard Sherrington, adver 
manager, is making a tour « 
Northwest spurring on dealers 
newed activity for the fall 
Assistant Sales Manager R. N 
ohoe will make a similar trip to \ 
points in the Middle-West. 

The Philadelphia district, inc 
Washington and Baltimore, has 
unusual development in busines 
ing the past six months. 


Indianapolis Store — 


INDIANAPOLIS, IND. (UTPS)- 
doing business in the same locati 
more than three-quarters of a c 
C. C. Kistner, Indianapolis sho: 
chant, will move from 133 Sout 
nois Street to 39 South Illinois : 
just one square north. The new 
ters will give more roof for fut 
pansion, and are nearer the reta 
ness section of the city. 

The present store was establis 
1853, when Indianapolis was a 
town, and has been in the fami! 
since its organization. It is now 
managed by the third generation 
Kistner family, although Char 
Kistner, of the second generat 
still active in an advisory capa 

The establishment is one of t! 
est retail stores in the city, pra 
the oldest shoe store in Indiar 
and one of the oldest in the Stat: 
ing served the public for mor 
seventy-seven years. The new 
ters are now being remodeled an 
be ready for occupancy by Sept. 


Shoe Store Opens Bran’ 


MosBILE, ALA. (UTPS)—A 
department of Hyde’s Boot Sh: 
been opened at Barretts’ Haberd 
at 215 Dauphin Street, a new 
shop which opened recently. T 
partment will carry a general 
men’s shoes selling for five dolla 
up, according to Joseph Hyde, m 
of the Hyde’s Boot Shop. 


Department Discontin:. 


SHEFFIELD, ALA. (UT PS) 
ladies’ shoe department of Olim 
of the coty’s largest department 
is being discontinued in the n« 
ture, according to an announcen 





the officials of the store. 
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departments working overtime to | c 


are that we will be swamped in s ve 


LOTUS CALF 
For Men’s cnd Boys’ Dress Shoes 


SANDRA CALF 
(A Glace’ Calf Product) 
For Women’s Fine Shoes 


BLACK CALF 
Velour, Seda and Mat 
Velours for women’s footwear 
Lotaline and Velour 
for Men's wear 


PATENT SIDES 
For Men’s formal wear, children’s 
and women’s footwear 
ELK VEAL SIDES . . VELO SIDES 


For Children’s and General 
Sports Wear 


Sample cuttings sent 
upon request 














LOTUS VEALS . . SCOTCH 
GRAIN . . WINTER 
GRAIN VEALS 


For Men's and Boys’ Heavier 
Type Shoes 


ELK SIDES . . SKI GRAIN. . 
WATERPROOF SIDES 


For Heavy Duty . . Hunting . . 
and General Utility Wear 


BRIGHTON SIDES 
For Semi-dress and slippers 


NOSOAK SOLES 
Bends and Butts 
RETAN SOLES 

Bends and Butts | 


PFISTER & VOGEL 
LEATHER COMPANY 


MILWAUKEE, WISCONSIN 
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WHERE TO BUY 
Spats 





—_ 


IDEAL | 


Reg. Trade Mark 














Manolis Products Will 
Give You More Profits. 
Spats $9.00 te $21.00 
Dez. Prs. Include Bor- 
eloth. 


Rhinestones $2.50 te 
— Include Colonial 
es. 
MANOLIS MFG. CO. 
4248 No. Crawterd Ave. 
Chicago, til. 








‘Bo BC ho ha hat lat dat i 


BOND STREET 
Aputs 


The finest, best known, 
of i Styled in England 


national magazines, mer- 
chandising helps, attrac- 
Immediate delivery. Write for samples. 





tive packages. 
THE WILLIAMS MFG. COMPANY, 
Portsmouth. Ohie, U. 8S. A. 


VaAVaVaVvaV ava aAe any: 


vw > | . i 
Standare 
S P A rf s 


The world’s finest spat 






jewspaper 
a handsome box. 


Priced to retail 
$1.50 to $5.00 
Write for 
samples. . 


Watch Standard” Spats in 1930 
S. Rauh & Co., 650 Sixth Ave., New York 
— 


GREATEST SPAT LINE 
OF THE INDUSTRY 








To Retail at 
$1.45, $1.95, 
$2.50 


SN 






Best 
Fitting 
Spats 


Sample orders of two dozen assorted from our stock 
will be shipped on ten days’ approval for comparison 
with any higher priced spat on the market. 


When ordering samples mention price range. 


GOLD SEAL, 722 B’way, N. Y. C. 








Black Still 
Ahead in 
Lynn Styles 


LYNN, Mass.—A lot of samples of 
patent leather pumps are in the shops 
just now. The 60-40 proposition holds 
good; that is, 60 per cent blacks and 40 
per cent browns, with due allowance 
for a few greens, a lesser number of 
blues, and a little of other hues. 
Black brown, of the African order, is 
new. While some are shading down 
their browns, others are shining up 
their blacks. A little more lustre to 
brighten up the feet on cold and win- 
try days. An old friend, bronze, bobs 
up again. Prune, plum and Spanish 
raisin are the fruit hues. White satin 
slippers, cream shade, with large orna- 
ments of brilliants, will -be worn with 
the white satin dancing frocks of the 
coming social season. 

Legitimate shoes, a new class, are 
neither novelties nor staples, but just 
real good style and service value. De- 
partment stores are taking a lot of 
them, and these stores are ranked 
among the best buyers of Lynn shoes 
just now. 

More Scotch grain is noted in the 
tanneries. It’s for men’s shoes. Sta- 
dium styles, the new type of sport 
shoes, are of waterproof calf, the kind 
that can be washed clean and polished 
up, after it gets masked with mud at a 
football game. Will women wear sport 
shoes on the streets this fall, the same 
as they did during the summer? 

Indoor shoes pick up as the out o’ 
doors season wanes. The slipper mak- 
ers are getting busy on hard soled 
shoes, some for immediate delivery and 
some for their stock departments. 

Orders booked at the July style show 
are out of the factories and in the 
stores. Some of them are on the feet. 
Makers are fairly active on shoes for 
September and early October. 

“The course of price revision is com- 
pleted,” says a cost man, “and it’s time 
to start building up business on the 
new basis.” Prices are lower today 
than when the tariff bill was signed, 
and that applies to hides, leather and 
shoes generally. 





Clarence A. Chase, who sold shoes 
for the International Shoe Co. for a 
number of years, died recently and was 
buried from his home in Swampscott, 
Mass. He was born in Sebac, Me., 69 
years ago, took up the shoe business at 
Auburn, became an inspector of shoe 
stores, and later a salesman for J. J. 
Grover’s Sons and after that for the 





International. He leaves a wife and 
two sons. He was an Odd Fellow and 
a Mason. 

Kansas City Retailers Get 


Leather Movie 


Kansas City, Mo.—When the Kan- 
sas City Shoe Retailers Association 
resumes its monthly banquets next 
month it will present the official motion 
picture of the leather industry, “The 
Story of Leather.” President Arnold 
of the association has also arranged 
for a showing of the film in conjunction 
with an address on shoes and leather 
which he has been invited to make be- 
fore the Kansas City Rotary Club. 
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New Enna Jettick Broadeast 
on Pacific Coast 


AvuBURN, N. Y.—Dunn & McCarthy, 
have inaugurated a new Pacific Coast 
Enna Jettick program which is broad- 
cast Sunday evenings at 8 o’clock Pa 
cific Coast time, from San Francisc 
and a network of Coast stations. 

This puts three Enna Jettick pro- 
grams on the air every week, including 
besides the Coast broadcast, an Enn: 
Jettick broadcast over the Blue net 
work on Sundays at 7 p. m. Easter 
Standard Time and another over tl 
Red network Tuesdays at 9 p. m. East 
ern Standard Time. 





Bumgarner To Direct 
Harsh & Chapline Sale. 


MILWAUKEE, WIS.—In a recent bu 
letin to the sales force of The Harsh 
Chapline Shoe Mfg. Co., Milwauk: 
George P. Utley, vice-president ar 
managing director of that compan), 
announces the promotion of Ray Bun 
garner to the general salesmanagershi; 
of the “Lion Brand” and “Harshline’ 
departments of the Milwaukee con- 
pany, in addition to continuing in 
charge of the distribution of the “Bo} 
Smart” sales force. 

Mr. Bumgarner has been with the 
Milwaukee company for eight years, 
starting as secretary to C. O. Chap- 
line and working through various ¢ 
pacities to his present responsibi'itix 
Mr. Bumgarner will be assisted | 
C. R. DeMint, who will be remembered 
as assistant to the late Charles Da- 
vies, of the former Davies Shoe (C 
Racine. 

Another appointment announced by 
Mr. Utley iss that of O. Grigg, who as- 
sumes charge of the Harsh & Chapline 
advertising. Mr. Grigg has long been 
identified with the planning of adver- 
tising for men’s shoes in the Milwau- 
kee market. 





Footwear Testing Is 
Adopted by Goodrich 


AKRON, OHIO.—In order to secure 
additional technical information about 
footwear, and to gather accurate and 
detailed performance data, the B. ’. 
Goodrich Company now makes actual 
walking tests of its footwear. 

A testing corps of four young wo- 
men has been organized, each wearing 
a different type of shoe, and walking 
about 18 miles daily over*brick, con- 
crete, cinders and gravel. The averave 
piece of footwear travels approxi- 
mately 100 miles before it is discarded, 
the tests showed, although Goodrich 
Zippers and Shower Boots under gruc!- 
ling tests have gone as far as 400 miles 
before wearing out. 

Each time a new compound or a new 
construction feature is incorporated in 
the manufacture of a boot or shoe, rigid 
walking tests are given the new prod- 
uct before it is placed on the market. 
Weekly reports are kept on each shoe, 
and at the conclusion of the tests are 
indexed. The testing course is a cir- 
cuit around the Goodrich plant at Ak- 
ron, and is approximately two miles in 
length. One man is employed to test 
boots, walking over the countrys'de 
near Akron and checking his milea:e 





carefully with a pedometer. 
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AccurATE wood heels MAKE POSSIBLE the 
beauty and individuality of style which designers and 
manufacturers build into a shoe. Mears’ Heels are 
the most accurate wood heels made . . . Highly per- 
fected and EXCLUSIVE machinery eliminates almost 
entirely the hand-finishing operations which change “ie Siagade 
the appearance of heels . . . For TRUE style, specify / 
MEARS’ WOOD HEELS 


on all your shoes. 


Look 
for this 
trade-mark 
on heel seat 





Fred W. Mears Heel Company, Inc. 


AUBURN. MAINE ST. LOUIS, MISSOURI COLUMBUS, OHIO AUBURN, NEW YORK 
Associated Companies: 
Merrimack Wood Heel Company, Salem Depot, N. H. 
Conway Wood Heel Company, Conway, N. H. Maple Wood Heel Company, Newburyport, Mass. 
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WHERE TO BUY 
Spats 








DUNHILL SPATS 
TOPS THEM ALL 
IN STOCK NOW 


In All Selling Colors 
10 dozen lots $7.50 


Also Better Grades 
Samples on Request 
STAR a MFG. 











Howard and Norris Sts., Philadelphia 








WHERE TO BUY 
Children’s Slippers 


gc 80B4> 
SHOES 


“KEEP THE FEET HAPPY” 
Children’s Fine Footwear 
MADE WITH THE SKILL OF 

TRUE CRAFTSMEN 


MANY STYLES IN STOCK 
CREATED ONLY BY 
SHLAFT-PIERCE SHOE CO. 


FARIBAULT, MINN. 
SPBCIALISTS SINCE 1993 














Approved by Medical Men 


As a fully ventilated 
shoe the Burkley Ven- 
tilated Foot Developer 
is unexcelled. Wel 
surgeons recom- 
mend its use. 


Burkley Shoe Co. 
1156 No. Main St, 
Brockton, Mass. 



















WHERE TO BUY 


Women’s Novelties 





CHEKKO BRAIDED SANDALS CORPORATION 
308 Fourth Ave. (at 23rd Street) New Yerk City 





Hit ’Em Below the Eyes— 


and Above the Knees 


[CONTINUED FROM PAGE 27] 


L. E. Bishop, manager of the Nunn- 
Bush store, avers that the most active 
merchandising display he has is one 
constructed on the ledge provided when 
a couple of shoe boxes are pulled a few 
inches out of place and a pair of shoes, 
or shoe supplies, is placed upon them. 
They are about 30 inches from the 
floor and just right for the visitor to 
pick up without exerting undue effort. 

More and more shoe dealers are dis- 
cerning the uselessness of extending 
their shelving to the ceiling. The pub- 
lic demands too much speed in being 
served to warrant step ladders for 
salespeople to climb in search of sizes; 
and, as an exhibit of merchandise, 
goods placed more than 8 feet above 
the floor attracts little or no attention 
for the people demand that displays be 
made easy for them to see and they 
want to see things quickly. Hence, get 
’em below the level of the eye and above 
the knees, if you want ’em to sell. 

Referring again to the sketch, we 
find in the counter show case a slop- 
ing plane represented by the dotted 
lines A to B. This represents how the 
lower portion of a counter case may 
be made almost as active as the top. 
This is accomplished by replacing the 
horizontal shelving with a sloping panel 
upon which exhibits of merchandise 
may be affixed. 





Slackening Reported in 
Department Store Sales 


WASHINGTON, D. C.— Department 
store sales in July were 9 per cent 
smailer than in the corresponding 
month a year ago, according to pre- 
liminary reports made to the Federal 
reserve system by 519 stores located in 
leading cities of all Federal reserve 
districts. 

Sales during the first seven months 
of this year were 5 per cent below the 
level of a year ago. The following ta- 
ble shows the decrease by districts: 


Federal Reserve District July* 
Total (519 stores) .............. —9 
EE orate eis cine org Ceman — 6 
ia w 5G Whe gree e renee — 8 
NN oo cssdaib- aiasgsoo oe umes — 8 
Se ib acne ie ils aie ore —10 
I 5h gt a ict asda eaiahce —5 
gah ob du. ewiiaie weer —12 
Nh acs Srey exe eps etire —18 
gid a bk ancainy Oe4ide wid —13 
I ccc eames Caneaeaet —16 
Ee ee ere — 7 
a disedl o  6 sing il esa lsat —9 
ENED occ cocececesececs —9 


*July figures preliminary. 





Store Destroyed by Fire 


WOODLAND, CAL. (UTPS) —The 
Vogue, Woodland’s largest department 
store, was entirely destroyed by fire on 
Aug. 9, the damage being set at $75,- 
000. The only thing saved was the 
firm’s books, which Miss Elinor Krot- 
ser, office employee, snatched up and 
ran with when the fire began at 6 
p. m., probably due to a cigarette butt 
dropped inside the store. Henry Bush, 
owner, will probably rebuild. 
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Wood Heel Makers 
Adopt Code of Ethi 


New York City.—A code of et! 
prohibiting rebates, bribes, defamat 
of- competitors, substitution of raw ; 
terials in finished products and mis: 
resentation in advertising, was adop 


by representatives of the wood hee! ; 


dustry, doing an annual business 


more than $20,000,000, Friday, Aug. 8 


at a trade conference under the auspi 
of the Federal Trade Commission 
the Park Central Hotel, New York. 


s 


The code is to be reviewed by ‘tc 


Federal Trade Commission and, if 


isfactory, will be approved and report 


back to the wood heel manufactur: 
It will then be possible for those in 
industry to proceed against any ma: 
facturer violating any of the provisi 
in the code. 

Markham Flannery, director of t: 
practice conferences of the Fed 
Trade Commission, presided at the . 
ference. Sixteen resolutions 
adopted. 

Those at the conference also v: 
to create a committee on trade p 
tices to cooperate with the Fed 
Trade Commission in putting 
adopted resolutions into effect. It 
also voted to form an organizat 
known as the National Wood H 
Manufacturers of America, and W. 
Parker of 7 East Forty-fourth Str 
New York, was elected commissione 

The following individuals were 
pointed members of the organizat 
committee of the new association: D 
Marshall, Mound City Wood Heel M 
Co., St. Louis, Mo.; W. F. Scopin, . 
Philadelphia Wood Heel Co., Phila 
phia, Pa.; C. I. Pollard, Wheelers! 
Woodenware Co., Wheelersburg, 0 
Parker A. Brown, Lynn Wood Heel ‘ 
Keene, N. H.; A. L. Mercer, Vu 
Corporation, Portsmouth, Ohio; V 
liam Hubbard, Hubbard Heel Co.; F 
A. Day, Day Wood Heel Co., Cir 
nati, Ohio; and E. S. Robertson, B 
- ae Slipper Heel Co., Brattleb 


Viahe first meeting of the n 
formed organization of wood heel n 
ufacturers will be held in New \ 
City on Oct. 10 and 11. ® 


Olsen Made Manager 


SAN JosE, CAL. (UTPS)—M. S 
sen has been appointed manager 
Garwood’s, which is the shoe co: 
sion of the M. Blum & Company 
partment store. Olsen has been 
sistant manager under Richard Gr 
for about a year past, and succeed 
the managership upon Groves’ r 
nation. Groves, a University of | 
fornia graduate, returns to that co 
for a post-graduate course. Henry 
ler has been appointed assistant 1 
ager under Olsen. 

Fashion Bootery, 125 So. ! 
Street, San Jose, also has a new b: 
of managers, R. Morowit being the 
manager and K. Murphy the assi: 
manager. 
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The New York Hotel 
FOR SHOE MEN 


The New Hotel 
PLYMOUTH 


49th Street, just East of Broadway, N. Y. 


Room, private bath, $2.50 daily 


Circulating Ice Water and Radio 
“MADE IN PHILA. BY MASTER CRAFTSMEN” Single $2.50 $3.00 $3.50 


C. S. GIBBON Co., Inc. Double 3.00 3.50 4.00 
/™ 
== 


54 No. 4th St., Phila., Pa. H. G. Yurdin, Manager 
/“VARNUM” Size Stick | & & 
sine Stic Greeley’s House Slippers 


Ladies’ Black Vici Kid 1 
Strap Slipper, Quilted Sock, 
Sewed, Turned, Leather Sole. 
Right and Left Lase. 
Whole Rubber Heel. 
12 pr. lots, $1.35; 
BOBUSCSCCLECOE= a a 36 pr. cases, $1.30 
= per pair. Stocked. 


| = 


RETAILERS RETAILERS 
“IN STOCK” 


BLACK KID 
FIVE EYELET TIE 





MATT KID 
CUT OUT SADDLE 


Combination Last 
AA to EE 























(Trade Mark Reg. U. 8. Pat. Off.) 


The Most Popular Measure 


Marked with standard American, French and _ English 
measures. Three styles 1—2—3. Maplewood, nickel trim- 


ae RETAIL SHOE STORES USE NO. 3 A, W. GREELEY 


PRICE $1.50 EACH ~~ 12 Duncan St., Haverhill, Mass. 
F. W. WHITCHER CO. Boston, Mass.—Chicago, Ill. > 


XK _ 























Make your spare time profitable. Learn 
quickly and easily all about shoes and 


Here is the Simplest, Easiest 
Way to Learn All About thnk cottho’letbers vd! Blld’up 


your appreciation of shoes as merchan- 


SHOES d : KATHER '  dise—of ‘shoes in relation to the cus- 
an tomer. All this information is given 


you in 


The Shoe and Leather Lexicon 


Glib conversation no 
longer sells merchandise. 


The successful. salesman 
today sells the goods. To 
sell them, he must know 
his goods _ thoroughly. 
THE SHOE and LEATH- 
ER LEXICON will give 
you a full knowledge of 
shoes. Get a copy and 
increase your selling 
\\\ ability and your salary. 


This wonderful little book that just fits 
your pocket has 83 pages of just the 
information you need every day. It will 
extend your knowledge and increase your 
pay. Just printed in the Sixth Revised 
Edition. The price is only fifty cents 
cash with order. (Money order, currency 
or stamps accepted.) Clip and mail the 
coupon today. 








BOOT and SHOE RECORDER 
239 West 39th Street, New York, N. Y. 


Gentlemen: 


Enclosed please find fifty cents 
Money Order Currency Stamps 
for which send me a copy of the Sixth Revised Edition 


of THE SHOE and LEATHER LEXICON. 
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WHERE TO BUY 


Dancing Shoes and Taps 


Fi i i lie eli ei eel li i le td 





Supreme Taps in 
three sizes to fit all 
shoes. Speciallow 
price. Also danc- 
ing footwear and 
accessories. Avr 
once delivery. 
Send for catalog. 


Coast Representative: 
MR. A. F. WINSLOW 
5177 Casper Avenue, Eagle Rock 
Los Angeles, Calitorr. 








colN STOCKecee 


TAP DANCING SHOES 
Patent and Vici, 11/2 and 
22/8 Leather Heels 


Prepare for Big 
= Dancing 
usiness 
This Fall. 


The Norridgewock Shoe Co., Inc. 
anes NORRIDGEWOCK, MAINE qm 


COO OOOOOOOOOOO OO OOO 


ele di edie ie ee 


WHERE TO BUY 


Dancing Sandals 


nell i di di te ee ee 


*KENDALL’S 


GRECIAN 





For Aesthetic 
Dancing 


IN STOCK 
IN GREY AND 
FAWN. 

A SIDELIND 


MONEY 
MAKER 


WHOLE 
SIZES 
Send for Circular 
DEPT. C. 


nem irom rams ere SS A STATE A 
* KENDALL SHOE COMPANY 
HAVERHILL, MASS. . 4 


Do You Know? 


That you can buy or eell it through 
the Classified Dept. columns. This 
feature in its quick service is a time 
saver in meeting immediate needs. 




















Killing the Fatted Calf 


[CONTINUED FROM PAGE 37] 


Throughout this presentation of calf 
leathers, emphasis has been placed on 
full grain leathers. These are the most 
beautiful smooth calf leathers made 
and undoubtedly make the finest qual- 
ity calf shoes. In general they may be 
distinguished by the grain of the orig- 
inal skin which is not at all concealed 
by the relatively small amount of pig- 
ment used in seasoning such leather. 

If we knew only how to make full 
grain calf leather, however, many skins 
entirely fit for making a serviceable, 
attractive shoe would never be tanned. 
Oftentimes the grain of the green un- 
tanned skin has been damaged very 
slightly, but just enough to mar it in 
one small area. 

Such skins are tanned and finished in 
the usual manner up to the point where 
the seasoning operations start. Prior 
to the finish, however, the grain is cor- 
rected by very gently buffing off an 
exceedingly thin layer of the cuticle on 
the hair side. This leaves a smooth 
foundation, without so much of the 
original grain, but on a leather pos- 
sessed of all of the desirable properties 
of calf. 

This surface is coated with season- 
ings carrying a relatively high pro- 
portion of pigment. Correct grain 
leathers can usually be identified by 
the fact that this pigment covers, to 
some extent at least, the actual surface 
of the skin. This type of leather makes 
calf available for shoes in the lower 
price ranges. 

Waxed or French calf, the first calf 
leather made, is a durable and fairly 
dressy material, finished on the flesh 
side with a seasoning containing waxes. 
It is now an uncommon leather, but 
waxed chrome side upper is in quite 
wide use. 

Russia is a term applied both to 
leathers made of calfskin and leathers 
made of cattlehide. Originally Russia 
calf meant a vegetable tanned leather 
made in Russia, somewhat more solid 
than the modern chrome tanned prod- 
uct, but appearing much the same to 
the eye when made up in shoes. The 
porocessing of nearly all smooth Russia 
calf involves the use of birch oil which 
gives this product an odor—but since 
its use is not confined to the vegetable 
tanned product, which is still made in 
this country, it is not a guide to iden- 
tification. Actually the only way to 
tell vegetable Russia from chrome 
tanned Russia is to burn a piece of 
the leather. The vegetable tanned 
leather burns entirely away; the chrome 
tanned product leaves a distinct ash. 

Commonly made in brown and tan 
shades, but also in style colors, always 
smooth, the term “Russia” covers a 
broad group of full grain calf leathers 
used in men’s, women’s and children’s 
shoes. 

Patent finish is given some calf 
leather—making it a high grade patent 
leather. Its basic properties are those 
of calf plus those imparted by the shiny 
finish. : 

Calf leather provides the only vol- 
ume leather for suede shoes. It has 
been used more successfully than any 
other leather for making simulated 
grains. In its special weights and col- 
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| ors, 


suited to most types of men’s, 
men’s and children’s dress, service and 
sport shoes, calf plays a most impor- 
tant part in shoe construction—in fact, 
nearly half the shoe uppers in the 
stocks of many stores are made of this 
leather—shoes in a wide price ranve, 
too, for many calf shoes are availa‘ le 
to fit every foot as well as every pocket- 
book. 

It polishes well, scuffs little, wears 
long, stretches very moderately, makes 
comfortable shoes. 

Suede calf is used to a limited exten 
for garments, to a large extent ‘or 
handbags. Smooth, boarded and fancy 
calf are used for high-grade pockct- 
books, handbags, novelties and sma!ler 
luggage. Glove tanned calf is well 
adapted for gloves and garments; otlier 
tannages provide upholstery and book- 
bindings of this leather. 


The Customer Is Always? 
[CONTINUED FROM PAGE 23] 


diplomatically-minded person, preserv- 
ing the feeling of good-will toward the 
house and organization. 

Times past have witnessed the cus- 
tomer being treated rather roughly in 
the matter of complaints and adjust- 
ments. Modern methods, however, dis- 
play a much finer spirit of co-operation 
with the patron. True, there will al- 
ways be an element ready to take ad- 
vantage of a liberal form of adjust- 
ment, but a keen memory on the part 
of the person who contacts the com- 
plaints will segregate the habituals 
and deal with them accordingly. Hav- 
ing seen both the old school and the 
modern methods of adjustments in op- 
eration, it surely is safe to state our 
opinion that the courtesy of today’s 
methods are by far the most satisfac- 
tory to all concerned and are certainly 
the happier. 

The Customer Is Always Right pol- 
icy has never had a more genuinely 
sincere ring to it than it has today 
and will return a profitable good-will 
to all those who employ it. 


New England Shoemen 
Plan Second Conference 


Boston, Mass.—The next in a series 
of conferences of shoe manufacturers 
with the Massachusetts Industrial Com- 
mission will be held at the State House, 
Boston, on the afternoon of Sep. 3, 
and will have for its object a discus- 
sion of how the shoe manufacturers 
of the State can best cooperate with the 
agents of the Tariff Commission who 
are making a study of the shoe tariff 
question under the so-called Borah 
Resolution. 

The New England Shoe and Leather 
Association and the local shoe manu- 
facturers’ associations of Lynn, Have 
hill and Brockton are working wi 
the commission in this matter, 
it is likely that a special cooper 
committee of manufacturers wi! 





appointed as a result of the conference. 
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Appearance in footwear 

has a tangible value. ..a 

real business asset. Du Pont 

Pontan . . . the modern 5 

quarter-lining . . . adds to “ieee : prepreg 

the smartness of your prod- | ee. : «temas 
) uct. Its trim, well-tailored | a eee ; nathan a ae 
| appearance increases the ee 


| desirability of the shoe. 





Manufacturers will appreciate 
the remarkable working qualities of . - 


du Pont ‘Pontan 
Write nearest GPC Branch Office 


UNITED SHOE MACHINERY CORPORATION 


140 FEDERAL STREEe 
BOSTON, MASSACHUSETTS 
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TIME SAVERS FOR THE MERCHANT— 
ATTRACTIVE PRICE TAGS 








3-Color 


Attractive 
Hand-Lettered 
Price Ticket 


Printed Price Tickets 
All Regular and Clearance Sale 
Any prices wanted 25c to $22.50—Green Border 
Any prices wanted 85c to $14.00—Orange Border 


12 each of 





Actual size, blue and | 6 prices 85c 
reddish brown design, : : 
black figures—80 dif- [3] 12 doz.— $1.50 


Sevent peices. B) 24 doz.—$2.50 
69c to $17.50 i) 1 doz. of one 


price 15c 


ae ani dozen ty behets aeehbbees \\ 
6 doz.— $0.85 \ | _ - , , *eecce® | -¥ ae 
» Z with order 
12 doz.— $1.50 


anges. 

24 doz.— $2.50 Comes in either Orange or 

Olive Green Border—Black 
Figures 


Check With Order, Please (Actual Size) 


A stand-up ticket with scored 

















MODERNISTIC Two Tone Hand 
Lettered PRICE TICKETS 





3-Color 


Attractive 
Hand-Lettered 
Price Ticket 


Actual size, bright red 
and black design, dark 
blue figures—48 dif- 
ferent prices. 


$1.00 to $16.50 


25c per dozen ' 
ea 0z.—$0.85 Your choice of either of two color combinations 


Purple with gold edge trim Red with black edge trim o: 
2 doz.— $1.50 on white pasteboard with white pasteboard with black 
black figures figures. 


24 doz.—$2.50 Available in 72 different prices: IN STOCK 
6 doz.—$1.50 12 doz.—$2.50 1 doz.—$0.35 


Check With Order, Please 











Check With Order, Please 








Several other varieties of hand-lettered price tickets carried in-stock. Sample on request. 





Merchants Service Dept. 


BOOT AND SHOE RECORDER 


1334 Republic Bldg., Chicago 
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3 Important Essentials 


For 


Successful Shoe Store Operation 


Now Given You In 
American Interlocking Shoe Store Chairs 


More and Better Trade—Customer Confi- 
dence—Greater Profit — American Inter- 
locking Shoe Store Chairs contribute these 
3 major essentials to build up your shoe 
store business. Your store takes on an air 
of distinction when “American” equipped. 
Is made attractive—inviting to more an 
better trade. For “American” Chairs 
provide that atmosphere of refine- 
ment which discriminating shop- 
pers seek. Build that customer 
confidence so necessary to repeat 
business. Reflect sound manage- 
ment and better values. The result 
will be a bigger profit that makes 
possible successful shoe store 
operation. 

For fifteen years we have been 


“se f, 
a. 
NEG 


na 
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Styles 
Mo GEATING 


oP 


‘New Styles in Shop 

Seating’’ shows many 

attractive styles and 
arrangements 


building beauty, comfort and utility into 
shoe store chairs. Our engineering and 
drafting departments are at your disposal. 
Write us, furnishing dimensions of your 
store and general layout. We will submit to 
you, without obligation, a seating plan that 
will give you greater seating capacity and 
add greatly to the decorative effect. 


Free 32-Page Book 

A free copy of this helpful and 
practical book, “New Styles in 
Shop Seating,” will be mailed to 
interested shoe store owners and 
managers. 32 pages of seating sug- 
gestions for modern shops. Shows 
the way to better trade and pres- 
tige. Write for a copy, today. 


American Seating (@mpany 


1060 Lytton Bidg. 
BRANCH OFFICES 
Rm. 705, 1211 Chestmut *¢t. 


. Greater Beauty 


Chicago, Illinois 
New York: Rm. 600, 119 W. 40th St. 
Beston: Rm. 304, 69 Canal St. 


SS 


— 


Greater Durability 











~ Greater Economy in Cost d 
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THIS MAY BE 
YOUR OPPORTUNITY ¢ 











SALESMEN WANTED 





SALESMEN WANTED 


SALESMEN WANTED 








Salesmen Wanted 


BY PENNSYLVANIA MANUFAOTURER 
of complete line of misses’ and children’s 
popular priced stitchdown shoes. The 
following territories open on a strictly 
commission basis of six percent, settle- 
ments monthly. 


Minnesota 
Pacific Northwest 
Indiana Pacific Southwest 
Michigan New York State 
Iowa New England 
Nebraska Oklahoma 


illinois 
Wisconsin 


We desire men who can carry our shoes 
in conjunction with non-conflicting lines. 
Samples consisting of forty numbers in 
one case. Will be ready September Ist. 
State experience and reference in first 
letter. Address B952, Care Boot 
& Shoe Recorder, 239 West 39th 
St., New York, N. Y. 


Salesmanager Wanted 


By prominent shoe manufac- 
turer located in Middlewest. 
Unusual opportunity for ad- 
vancement and securing finan- 
cial interest for capable and 
trustworthy executive. Prefer 
one also experienced at adver- 
tising. State age, experience 
had, name of firms connected 
with during last five years. 


Address B-967, care Boot and 
Shoe Recorder, 239 West 39th 
St., New York, N. Y. 


SALESMEN 


One of the largest and best 
known European manufacturers 
of novelty hand turned and 
Littleway shoes requires experi- 
enced salesmen well acquainted 
with reliable retail and depart- 
ment store trade. 





Commission only. Give territory 
covered and references. 


Address B-970, care Boot and 
Shoe Recorder, 239 West 39th 
St., New York City. 




















Responsible Side-Line 
Salesmen Wanted 


to carry four samples—Ballet and Tap 
Dancing Shoes, and Boudoir Slippers 
(leather soles). A first class and excep- 
tionally profitable line which repeats 
frequently. References required. Ad- 
dress B940, Care Boot & Shoe 
Recorder, 239 West 39th Street, 
New York, N. Y. 














Salesmen Wanted 


Openings all territories to sell as 
side line 


IMPORTED 
WOVEN SANDALS 


Big earnings possible, strictly com- 
mission basis. Give present con- 
nections, experience, territories trav- 
eled. Address B-956, care Boot & 
Shoe Recorder, 239 West 39th Street, 
New York, N. Y. 








Virginias. 





ALESMEN WANTED — Territories open: 
Texas, Alabama, Georgia, Florida, North 
and South Carolina, Tennessee, Kentucky, and 
High grade Turn Line Juvenile Turn 
Shoes. Commission only. Address B-962. care 
Boot & Shoe Recorder, 239 West 39th Street, 
New York, N. Y. 


EVERAL choice territories are open for men 

with established trade needing a side line of 
children’s shoes carried in stock in all sizes 
and widths from Infants to Growing Girls. 
Address B-953, care Boot & Shoe Recorder, 
239 West 39th Street, New York, N. 





ALESMEN WANTED — Selling children’s 

shoes. Big opportunity on strictly commis- 
sion basis. ‘To handle several imported num- 
bers as side line. Address B-961, care Boot & 
Shoe Recorder, 239 West 39th Street, New 
York, N. Y. 





SALESMEN with established trade to sell on 
commission as side line, one-tray line of 

house slippers carried in stock. Latest styles, 

medium prices. Territories available through- 

out entire country. A good money making 

oe line. Nestletoe Slippers, Inc., Worcester, 
ass. 





a yee wanted to carry a complete line 

spats and shoe ornaments as a sideline. 
Mamolie Manufacturing Co., 4248 No. Craw- 
ford Ave., Chicago, II 


ANTED—Side Line salesmen calling on 

Baby Shops or department stores to sell 
our line of Baby Shoes. Choice territory open. 
Give full particulars and references in applica- 
tion. Liberal commission. Address East Ave 
nue Station Box 121, Rochester, N. Y. 





= ESMAN WANTED FOR SOUTHERN 

©FERRITORY—We have an opening on our 
sales staff for all territory south of Kentucky 
including Texas and Florida, on our line of 
women’s novelty shoes to retail at $4.00. Our 
$3.98 arch featured shoe and our $1.98 an 
$2.98 comfort line. This. is a splendid prop 
sition for a live wire salesman. Send full de 
tails to B-968, care Boot & Shoe Recorder, 
West 39th Street, New York, N. Y. 





ALESMEN for Connecticut and Long Islar 

to carry a full line of juvenile shoes, stitch 
downs, welts and McKays. No objection t 
non-conflicting lines. KIMMEL & MARBACI 
SHOE COMPANY, 138 West Broadway, N« 
York C ty. 

SALESMAN WANTED 

Must have established business in Mississip; 
Louisiana, Alabama, Tennessee, Kentucky 
Oklahoma. Only one who has sold high grad 
women’s shoes will be considered. ; 
unusual opportunity with one of 
lines. Address B-965, care Boot %& Shoe 
corder, 239 West 39th Street, New York, N. 


ALESMAN for Wisconsin and Minnesota t 

carry In-Stock line of nationally know: 
house slippers, turns, satins, felts, crepes, bot 
soft and hard soles. Commission basis onl 
Give complete details regarding lines carrie 
in first letter. Address B-972. care Boot 
Shoe Recorder, 239 West 39th Street, Ne 
Terk, Be Be 





CLASSIFIED ADVERTISING RATES 


The rate for “Position and Lines Wanted” advertisements is 4 cents per word for all undisplayed advertisements. Mini- 
oum charge 75 cents. For all other classified advertisements the rate is 7 cents per word. Minimum charge $1.25. When 


a box number is desired twelve words should be added for the address. 


be counted. 


In all other cases each word of the address should 





The rate for all displayed classified advertisements is $5.00 an inch with a maximum of 45 words. 


Classified advertising is payable in advance. : 
SF Advertisements for this page must be in our New York office on Friday of the week preceding publication “™® 
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~ §ALESMEN WANTED 


PARTNER WANTED 





SALESMAN wanted to sell on commission 
Cincinnati-made line of shoes, Littleway 
Process Nurse, Corrective, and Style Shoes, 
wood heels, to retail five and six dollars—Chi- 
cago, Detroit, Cleveland, Pittsburgh, St. Paul. 
Address B-975, care Boot Shoe Recorder, 
209 S. State St., Chicago, Ill. 





~ BUSINESS OPPORTUNITY 


green Organization just entering direct 
» wearer field desires to hear from Shoe 
Manufacturers and Jobbers in position to fill 
orders from r stock. Address B-949, care 
Boot & Shoe Recorder, 239 West 39th Street, 
New York, N. Y. 








Exo ELLENT opportunity shoe department, 
3% basis, up to date men’s clothing store. 
BILLY MYERS, Santa Barbara, Calif. 


H'OE MAN, experienced, one willing to in- 

vest about $2,500, in exclusive Florsheim 
shop. Good personality and appearance. Please 
state age, experience and reference. Address 
B-971, care Boot & Shoe Recorder, 239 West 
39th Street, New York, N. Y. 





MERCHANTS’ NEEDS 








POMPOMS AND ORNAMENTS FOR 
SOFT SOLE SLIPPERS 
The right merchandise at the price. 
Samples sent on r 
HY-GRADE SLIPPER UPPLY co. 
693 Broadway New York City 








POSITION WANTED 


[N-STOCK MAN AVAILABLE — Applicant 

s been in charge of important In-Stock 
Det t. for past twenty years. Owing to changes 
in business is now available for position. Can 
also handle visiting buyers and catalogue work, 
Best of references furnished. For further in- 
formation Address B-966, care Boot & Shoe 
Recorder, 239 West 39th Street, New York, 








For Good Leather Covered 
Buckles and Leather Bows 
Write or Call 


VANITY NOVELTY WORKS 
1261 Atlantic Ave., 
Brooklyn, N. Y. 

Phone Decatur 0701-0702 











NDOW TRIMMER, Card Writer, Shoe 
Fitter. Ten years’ experience, married, 
references, steady. Address B-974, care 
& ~ aeermer. 239 West 39th Street, 
Yor 





LINE WANTED 





WO Carolinas and Virginia, men’s or wom- 
en’s shoes to retail at $5 and $6; ten years 
shoe business; age 31; travel by car. Box 
. Raleigh, N. C 





LINE WANTED 
rubber footwear and tennis wanted im- 
itely for Georgia or adjacent States, must 
cheap. Selling these lines past 15 years. 
ress B-973, care Boot & Shoe Recorder, 
West 39th Street, New York, N. Y. 








WANTED TO LEASE 








WANTED TO LEASE OR BUY 


Shoe stores and departments in states 

f Missouri, Illinois, and Iowa, by 
strong, reliable shoe concern. Address 
B-976, care Boot & Shoe Recorder, 239 
West 39th Street, New York, 2 




















FOR SALE 





FoR SALE—Shoe department in live Cal- 

ifornia city. Volume forty thousand. Can 
be increased. Owner cannot devote time. Ad- 
dress B-942, care Boot & Shoe Recorder, 239 
West 39th Street, New York, z. 








MANAGER WANTED 


ANTED — MANAGER for Mid - Western 
College Shoe Store, between age of 25 and 
35. Must be exceptional salesman himself, 
good window trimmer, and possess good per- 
lity. Write full details your previous ex- 
omen a references, and salary expected first 
letter. Send kodak picture if possible. Only 
live, energetic applicants with record of proven 
results need apply. Address B-969, care Boot 
& Shoe Recorder, 209 South State Street, 
Chicago, TI. 
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$2.75 Half Gross 


Quaranteed to give 100% 
Satisfaction 


M. D. POLLINGER CO. 
216 Holland Bldg. St. Louis, Mo 








. e S I 
Price Tickets s2mc° 
Original Designs in Colors and Odd 


Shapes. 21 years nothing but Tickets 


Largest Size 3 by 4 New Styles constantly 
- L 5 
By STAUFFER “?os'anceues cat 3 
LOL PL dl nd ODN el dl ODD 








WANTED TO PURCHASE 








Gincinnal! 


Hospitality 


The Hotel Sinton is famed 
for its friendly, comfortable, 
home-like atmosphere. New- 
ly remodeled, beautifully 
furnished. Every modern 
convenience. Bath and ser- 
vidor in every room. Five 
convenient dining rooms. 
Most desirable location. 125 
sample rooms—the best in 
the country! 


Hotel Sinton 


Cincinnati's Finest Hotel 
John b. Horgan 


MANAGING DIRECTOR 

















MERCHANTS’ NEEDS 








$2.00 





If you contemplate selling your 
entire or surplus stock com- 
municate with us. Prompt at- 
tention given. 

KIRSCH-BLACHER CO., INC. 


624 Broadway New York 
Phone Spring 1443 








We will pay the best price for 
your surplus or entire stocke of shoes, 
general merchandise or department 
stores. Leases assumed. 

Phone - Write + Call 
All matters strictly confidential. 


I. SIMON CO. 
101 Reade St., New York City 





Phone Worth 5922 Est. 1880 








ADE MARK 


Price |__ Ma. 


MCASU-PICe_ J 





Insures accurate measurement of the 
foot. 


To satisfy yvour most particular customer—to 
modernize service at the fitting stool—change to 
**Measu-rite.’’ 


Foot M 


Marbridge Bldg., 47 W. 34th St., 


-asu-rite Ine. 
— wo Ge 





WINDOW 
DISPLAY FIXTURES 


933 ARCH ST. 
PHILADELPHIA »PA. 








MERCHANTS’ NEEDS 








Everything for Your Windews 
Futuristic —_ and 





Paper Priee 
DAVE’S DISPLAY DECORATIONS 
118 West Broadway, New York 











Milbradt 
Rolling Step Ladders 
Enable you to reach 
highest shelves conv t- 


Tht 


They last a lifetime 
and 


Are made in any style, 
to fit 
shelving. 


S B 
rh} 


bon 


Established 1805 


2416 No. 10th Street 
ST. LOUIS, MO. 
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ESTABLISHEO 


LABELS 
SHOE CARTONS 


EXCLUSIVE BUT NOT EXPENSIVE 
SAMPLES UPON REQUEST 


23-271 LEXINGTON AVE , BRODKLYN. NY 
AMERICA’S GREATEST 
SHOE CARTON & LABEL MICS 








O’Neill’s Features Shoes 


BALTIMORE, Mp.—JIn order to cope 
with the demand for a popular priced 
shoe, O’Neill’s, Charles and Lexington 
Streets, Baltimore, Md., one of the 
leading exclusive department stores of 
the Monumental Gity, has opened a 
popular priced “Smart Shoe Shop,” in 
which women’s shoes at $6 and $7.50 
will be featured exclusively. The group 
of shoes at these two prices will rep- 
resent copies or reproductions of 
higher priced models, and will include 
pumps, oxfords and strap models in 
calf, suede, lizard and other leathers, 
both in plain and trimmed effects. 


I. Miller Business Good 


Kansas City, Mo. (UTPS)—Arthur 
Glucksman, manager of the I. Miller 
shop, says that business from the first 
of January up to this time has shown 
an increase of approximately 17 per 
cent over the same period in 1929. The 
present summer sale is also showing 
the best result of any similar event, he 
added. 

The new Ingenue Shop is going over 
better than anticipated and is not in- 
terfering in any way with business in 
the higher priced lines. 





Solving Heel Problem 











New! Convenient! 
“re-heel-it- yourself” 
woman’s shoes $14.50 


The simple quick-as-a-minute arrangement 
(so simple one wonders why it wasn’t thought 
of before) -permits.you to pull out the worn- 
down heel lift of your shoe, and to insert a 
new one YOURSELF! Opera and strap 
pumps in this new manner are exclusive in 
Boston, with Jordan's! 





Separate little heel lifts that you 
insert yourself, in the way shown 
above, are-only 25c a pair! 


The bench-made (which means HAND-made) 
opera —_ with “re-heel-it-yourself” attachment 
is of finest quality kidskin in black or brown. 
Note contrasting piping, a fashion point! $14.50 


Another bench-made shoe in strap pump style 
with “re-heel” attachment .. . black or brown 
kidskin, with silk kid trimming. $14.50 


The classic Seve of hy~ Ay + make 
them correct for wear practical! 
lp-dine ensemble goa may Ravel 


POCRTE FLooR—MAIN STORE 


JORDAN MARSH 
COMPANY 


This newspaper advertisement by Jordan 
Marsh Company of Boston featured a new heel 
device that has recently been placed on the 

market. ; 








Hot Weather Affects Business 


MILWAUKEE, Wis. (UTPS)—The ex- 
tremely hot weather of the past few 
weeks has caused a slight drop in retail 
sales, according to Geisinger Bros., 
who own one of the North Side’s most 
attractive stores. Business for the 
first six months of the year has been 
slightly under last year’s record totals, 
but with the coming of fall an increase 
is looked for. The prolonged hot spell 
has forced many people to the country 
and shoe buying has been put off until 
cooler weather comes. 


New Clark Concern 


Lynn, Mass.—Clark Shoe Corp. is 
being formed to carry on the business 
of the Clark Shoe Company, 192 Broad 
Street, Lynn. The ae will not 
move to Boston as has been reported. 
It makes women’s novelty McKays. 


76 


140 Federal Street 


Boston.—Striking in its dignity and 
in its simplicity, the new United Shoe 
Machinery Corporation building at 140 
Federal Street presents a most attrac 
tive contrast to the old established 
type of architecture. Modern in ever, 
detail of construction, it is most satis- 
factory as an office building, conven- 
ient as to location and meeting all ex 
pectations as to light, ventilation an: 
general comfort. 

The ten elevators of the latest typ 
are smooth in operation and assur 
prompt and adequate service to al! 
floors. In addition there is a large ser 
vice elevator. 

The corporation occupies more thar 
seven floors and other tenants hav: 
taken large floor space, but there ar 
still available attractive offices in mos 
desirable locations. A branch of th 
ran, occording to reports, to severa 
thousand dollars. 
city’s largest bank and of one of th 
leading brokerage houses, an excellen: 
restaurant, florist, tobacconist, barbe: 
shop and beauty parlor, printer and 
stationer, haberdasher, together wit} 
offices of both telegraph companies al! 
being already tenants offer an adde: 
convenience to anyone taking offic: 
space. 


Ross Red Cross Shoe 
Prospering 


BuFFALO—The exclusive Ross Red 
Cross Shoe Shoppe, managed and 
owned by Samuel Ross, is doing satis- 
factory business at 253 Delaware Ave- 
nue, Buffalo, N. Y. _Mr. Ross opened 
the store in the spring, coming from 
his successful store in , Rwy He re- 
ports that he has received a satisfac- 
tory response from his customers in 
the short time he has been located in 
Buffalo. Mr. Ross looks forward to a 
fine fall business. 


New Store for Halle Bros. 


CANTON, OHI0O—August 1 will wit- 
ness the opening of one of the most 
pretentious shoe departments in the 
vicinity of Canton when Halle Bros. 
Company starts business in their new 
store. The manager of the shoe de- 
partment is unnamed to date. The 
store, located in its own building 
which is now nearing completion on 
North Market Avenue, will cost ap- 
ey a quarter of a million dol- 
ars. _ 


Good Summer Trade 


_ SHREVEPORT, La. (UTPS)—Consider- 
ing general conditions, both locally and 
nationally, the shoe business in Shreve- 
port is good, according to Ben A. 
Phelps, of Phelps Shoe Company, 413 
Texas Street. 

All grades and styles are selling 
equally well at this time, since it is 
between seasons and summer stocks 
are being closed out in preparation for 
fall business. There is not yet any 
fall demand. 


Stores to Merge 


WIcHITA, KAN. (UTPS)—The Ju- 
lian Booterie, 314 East Douglas St., 
will be combined with the Fair Shoe 
Store, 144 North Main, this month. 





Boot anpD SHOE RECORDER 
combining THE SHop RETAILER, Aug. 23, 1930 





THE 


vvvv 


bus INESS 
Bo ARoOmMETER 


Latest Reports of New Stores, 
Failures, Embarrassments and 
Bankruptcy Proceedings 


Be ES nee en 2 


Business Changes 


ARKANSAS—Fayetteville—Price-Walker Clo. 
Co.; boots, shoes, etc.; reported charter sur- 
rendered. 

CONNECTICUT—Hartford—Eddie Yush (476 
Front St.); boots and shoes; reported selling 
or sold out. 

ILLINOIS—Chicago—Laff’s Bootery (8229 N. 
Clark St.); boots and shoes; inc. authorized 
capital $10,000. ~- 

INDIANA — Indianapolis — Michael J. Walsh 
(“Irvington D. G. Store”) (5454 E. Washing- 
ton St.) ; reported sold out to Earl Smith. 

MASSACHUSETTS—Haverhill—Nesson & Hal- 
pern Shoe Co.; manufacturers; capital stock in- 
creased by $25,000. 

Salem—La Mode Shoe Manufacturers, 
ine. authorized capital $10,000. 

Worcester—W. H. Sharp Co-Operative Shoe 
Cos eee and shoes; inc. authorized capital 


Inc. ; 


MICHIGAN—Detroit—Elliott & Ratz Economy 
Shoe Store; boots and shoes; inc. authorized 
capital $25,000. 

NEW JERSEY—Bayonne—The Arco Mfg. Co. 
(478 Broadway); boots and shoes; incorporated. 

West New York—Dwark’s Shoe Department 
(683 a Ave.); boots and shoes; in- 
corpora 


NEW YORK—Brooklyn—S A C Shoe Fitting 
Service, Inc.; boots L. shoes; incorpora 
port—Lockpo Shoe Co.; boots, 

etc. ; oy authorized capital $20, 000. 

New York City—Baber’s (Ltd.); shoe manu- 
facturers; incorpora 

Kandel & Cohen (“Boston Shoe Store”) (718 
Westchester Ave.); boots and shoes; partner- 
ship dissolved, succeeded by Harry Kandel. 

New Bmw Shoe Repair Shop, Inc. ; a pate, 
shoes, etc.; inc. authorized capital $10,0 

Pied Piper Shoe Shops, Inc. ; boots —~ eines 
ine. paw capital $10,000. 

Stern & Kamin (119 West 33rd St.); boots 
and shoes; repo’ selling or sold out. 

NORTH CAROLINA — Washington — Sample 
Shoe Store; boots and shoes; reported selling 
or sold out. 

OREGON—Portland—B. F. Goodrich Footwear 
Corporation of Portland; wholesale boots and 
shoes; inc. authorized capital $100,000. 

PENNSYLVANIA—Philadelphia—Nason Shoes, 
Inc. (2404 North Hollywood St.); boots and 
shoes; inc. authorized capital $10,000. 

VIRGINIA—Richmond—Stephen Putney Shoe 
Co.; wholesale boots and shoes; —- amended 
by reducing from $800,000 to ‘$200 

WISCONSIN—Milwaukee—Fred A. , Shoe 
Co.; manufacturers; incorpora 


shoes, 


Failures, Embarrassments, Etc. 


ALABAMA—Birmingham—Bonita Shoe Co., 
Inc.; boots and shoes; reported petition in 
bankruptcy. 

CALIFORNIA—Salinas—B. J. DuBois; boots 
and shoes; reported assigned. 

CONNECTICUT—Windsor Locks—A. P. Aron- 
son; boots, shoes, etc.; reported petition in 
bankruptcy. 

ILLINOIS—Chicago—aAlbert Reisz (Reisz Boot 
Shop) (2657 W. Division St.) ; ts and shoes; 
reported petition in bankruptc 

Cicero—Olympic Shoe Co. P6180 W. 22nd St.) ; 
boots and shoes; reported petition in bank- 


ruptcy. 

East St. Louis—Beykirch-Maleck Clo. Co.; 
boots, shoes, etc.; reported petition in bank- 
ruptey; repo receiver appointed 

Pinckneyville—Walter W. Sims; boots, shoes, 
etc. ; reported petition in bankruptcy; reported 

receiver appointed. 

INDIAN A—Vincennes—George Klein & Sons 
(329 Main St.); boots and shoes; reported peti- 
tion in bankruptcy. 

IANA—Baton Rouge—Jasmin Tobias 
(1264 North Blvd.); boots, shoes, etc.; reported 
asking general extension. 

MARYLAND — Baltimore — Isadore Merican 
(Merican Shoe Co.); boots and shoes; reported 
reported receiver ap- 


petition in bankruptcy; 
pointed. 

MASSACHUSETTS—East Bridgewater—Field 
Bros. Shoe Co., Inc.; manufacturers; reported 
meeting of creditors called for Aug. 7 

Haverhill—Esperian Shoe Co.; manufacturers ; 
reported asking general extension. 

New Bedford (also Buzzards Bay)—Jeremiah 
Silva (New England Shoe Store) (889 S. Water 
St.) ; boots and shoes; reported assigned; re- 
ported offering to compromise at 20 per cent. 


Salem—Don D. Sargent Co., Inc.; shoe manu- 
facturers; reported offering to compromise at 8 
per cent. 

Taunton—W. Zacks & Son; boots, shoes, etc. ; 
reported petition in bankruptcy. 

MICHIGAN—Detroit—J. Alphonso 
wicz; boots and shoes ; 
ruptcy. 

Muskegon—I. Gudelsky & Sons; boots, shoes, 
etc.; reported petition in bankruptcy. 

Muskegon Heights—Carl R. Olson; boots and 
shoes; reported offering to compromise at 33% 
per cent. 

NEW YORK—Corning—Howard B. Kelley; 
boots, shoes, etc.; reported petition in bank- 
ruptcy. 

Mount Morris—W. J. Snyder Co.; boots, shoes, 
ete.; reported offering to compromise at 30 
per cent. 

Julius Bernstein Boot Shop, Inc. (2301 Broad- 
way); boots and shoes; reported called meeting 
of creditors. 

Coriaty & Sabbach ; shoe manufacturers; re- 
ported called meeting of creditors. 

Somerfield & Asch, Inc.; boots, shoes, etc. ; 
reported called meeting of creditors. 

PENNSYLVANIA—Dunlo—Molly Shonberg; 
boots, shoes, etc.; reported petition in bank- 
ruptcy. 

Philadelphia—Joseph Weisman ; boots, 
ete.; reported petition in bankruptcy. 

RHODE ISLAND—Woonsocket—George Corey 
(145 S. Main St.); boots, shoes, ete.; reported 
petition in bankruptcy. 

WISCONSIN—Milwaukee—Harry Sharf 
Lincoln Ave.); boots and shoes; 
tion in bankruptcy. 


Feodoro- 
reported petition in bank- 


shoes, 


(774 
reported peti- 








New Shoe Dealers 


Middlebourne, W. Va.—Harry Jackson. 
Lowden, Ia.—Freunds Department Store, Inc. 
New York, N. Y.—Royal Star Shoe Shops, 60- 
17 Roosevelt Ave., Queens. 
aes, Ii.—Laff’s Bootery, 3229 N. 


New Canton, 
Bldg. ° 

Birmingham, Ala.—R. Tannory, 8rd Ave. and 
25th St. 


Clark 
Ii._—Hubart Harlow, Semore 
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Birmingham, 
10 3rd Ave. N. 


Huffville, N. 
ne. 


Ala.—W. T. Grant & Co., 
(Sept. 27). 


J.—Baxter’s Department Store, 


1808- 


Lockport, N. Y.—Lockport Shoe Co., Inc. 


Detroit, Mich.—Elliott & Ratz Economy Shoe 
Store. 


New York, N. Y.—New England Shoe Repair 
Shop, Inc. 


77 


Correction 


Through an error in the July 26th 
issue of BooT AND SHOE RECORDER, the 
firm of Maurice Footwear, Inc., 1219 
Washington Boulevard, Detroit, Mich., 
was reported as offering to compro- 
mise. The RECORDER is informed that 
the fact as stated was incorrect and 
that no such offer has been made by 
the firm in question. 





Byromville, Ga.—D. J. Lambert & Son. 
Palmyra, Mo.—Yates & Hagan. 
Vidalia, Ga.—Abrahamson’s. 

Tell City, Ind.—H. G. Rue. 


Greenville, Miss.—Z. B. Department Store, 
225 Washington Ave. 


Philadelphia, Pa. 
Store, 715 S. 4th St. 


Bismarck, N. D.—Salkin & Linoff. 

Ludlow, Mass.—Jimmie Alves, 67 Windsor St. 
Cleveland, 0.—The Lindner Coy Co. 
Cleveland, O0.—Meredith Shoe Co., 1514 Euclid 


ve. 


Philadelphia, 
mac Ave. 


Philadelphia, Pa.—Nason Shoes, Inc., 2404 N. 
Hollywood St. 


Portland, Ore.—B. F. 
Corp. of Portland. 
St. Paul, Minn.—Hauan Shoe Co. (Mfr.). 


Cleveland, O.—Miller-United Shoe Co., 
Prospect Ave. (soon). 


Hobbs, N. D.—K. C. Store, Carlsbad St. 
Syracuse, Kans.—Bob Falls. 
Bolton, Ill.—C. H. Parkinson. 
Kenneth, Minn.—Herman Thomte. 
Buffalo, N. Y.—Hertel Shoe Co., 
ve. 


— Up-to-Date Department 


Pa.—Grossman, Inc., 5621 Ca- 


Goodrich Footwear 


631 


1382 Hertel 


Los Angeles, Cal.—Mason’s, 535 S. Broadway. 
Lansing, Mich.—Union-Leader, Inc. 
. Durham, N. C.—Beck, Featherin & Sorrell, 
ne. 


Chicago, Ill—K. & S. Si-En-Tiffick Shoes, 
Inc., 7920 S. Ashland Ave. 


Plymouth, Ind.—A. J. Ball, 
ve. 


New York, N. Y.—Goldstein Footwear, 

Brooklyn, N. Y.—Friendly Shoe Co., 

Franklin, N. C.— 

Lakeland, Fila.- 
Inc. 


116 N. Michigan 


Inc. 
Inc. 
Lake Emory Stores, Inc. 
-Famous Department Store, 


West Palm Beach, Fla.—Geo. W. Fowler Co. 
Brooklyn, N. Y.—C. Mackey Shoe Co. Inc. 
ee 0.—Carton’s Mansfield Bootery, 

ne. 


Dayton, O. 

Cleveland, O. 
field Road. 

Cedar Rapids, Ia.—Klein’s, Inc. 


Wheeling, W. Va.— Moses 
Main St. 


New Yerk, N. Y. 
56th St. (soon). 
Clarkesville, Miss.—Wille Bros., 


New Orleans, La. 
azine St. 


Gastonia, N. C.—Boshamer & Co. 

Forestville, Cal.—A. E. Armstrong (soon). 
Toledo, Ore.—Herman’s Army Store. 

Barnes, Kans.—Adolph Riggert. 

Arnett, Okla.—Henry Branstetter. 
Indianapolis, Ind.—Doty’s, North Meridian St. 
Indianapolis, Ind.—B. & F. Shoe Co., Inc. 
Indianapolis, Ind.—William H. Block Co. 
Spokane, Wash.—Peter DuBall, N. 4408 Wall. 
Buxton, Ore.—R. W. Manley. 

Cornelius, Ore.—Cornelius Cash Store. 


Foot Analysis Shoe Shop, Inc. 
Ranxallo Company, 12101 May- 


& Kuegelman, 1040 


Louis Livingston, 20 East 
Inc. 


Rubenstein, Inc., 301 Mag- 





Boot and Shoe 


Recorder 
Serves in 


Getting More Shoes Sold Right; not 
only “more” but “right”; sold for the 
right purpose, to the right wearer, in 
the right fitting, for the right price, at 
the right profit. This is the great 
problem of the retail shoe merchants. 
The chief purpose of Tue Boor anp 
SHos Reconver is to help solve it; for 
this is the basic problem upon which 
depends the progress of the entire allied 
industries relating to shoes and leather, 
their production and distribution. 


A Buying Guide to 





BOOTS AND SHOES 


Abbott Shoe Co., No. Reading, Mass 
Alden, C. H., Co., Abington, Mass 
Ault-Shackford Shoe Co., Auburn, Me..... 


Bancroft-Walker Co., Boston, Mass 
Bass, G. H., Co., Wilton, M 
Biarritz Sandals, New York City 

leecker Shoe Co., New York City 54 
Blog Shoe rings Co., New York City. .55, 51 
Brooks Shoe Mfg. Co., Phila, Pa 64 
Burkley Shoe Co., Brockton, Mass 


Capezio, New York City 
Chase, W. S., & Sons, Haverhill, Mass. 
= Braided Sandals Corp., ‘New York 


Converse Rubber Co., Malden, Mass 
Crescent Shoe Co., New York City 


Dickerson, Walker T., Co., Columbus, 0. = 
Duane Shoe Co., New York City 


Ebberts, John, Shoe Co., Buffalo, N. Y... 58 
Edwards, J., & Co., Phila., 

Elam, F. 8., Shoe Co., Rochester, N. Y.... 4 
Emerson Shoe Mfg. Co., Rockland, Mass... 
Evans’, L. B., Son Co., Wakefield, Mass... 


Fried, Lazarus, & Sons, New York City... 
Friedman, B., Shoe Co., New York City.. 


Gibbon, C. 8., Phila., 
Goodwill Shoe, Holliston, 
Greeley, A. W., Co., Haverhill, 


Horwitz, Vincent, Co., New York City 


eagpentens Shoe Manufacturers, St. Louis, 
11 








IN THIS 


EACH MAN TO His Jos 


WHAT WILL THE WELL DRESSED 
MAN WEAR? 


THE CUSTOMER IS ALWAYS? 
THE VOICE OF THE RECORDER 
Hit ’EM BELOW THE EYES 


KILLING THE FATTED CALF 


SELLING JOHN SMITH 

THE SHOE AD-VISOR 

News O’ SHOES 

NEWS OF THE TRAVELING SALESMEN 


BUSINESS BAROMETER 


ISSUE 


By Arthur D. Anderson, Editor 17 
Surveying the Style Trend 
Oxfords and Spats 

By A. Ray Webster 

Opinions by the Editor 

—And Above the Knees 


Fourth of a Series on All 
Leathers 


And All His Family 
Suggestions for Early Fall.... 
What’s Doing Everywhere 
Happenings on the Road 


Changes, Embarrassments, New 
Stores 





Kendall Shoe Co., Haverhill, Mass 
Killoran, W. M., Lynnfield, Mass 


Levey Bros., New York City 
Lion Shoe Co., New York City 
Lyons & Company, New York City 


Mallot, H. F., Shoe Co., Chicago, Ill 

Menihan Co., The, Rochester, N. Y 

Minor P. W., & Sons, Batavia, 

Musebeck Shoe Co., Danville, Il.......... 53 


Shoemakers, 


Nettleton, A. E., Syracuse, N. Y 
Norridgewock Shoe Co., Norridgewock, Me. 


Hygacal Bridge Lynchburg, 


Old Colony Shoe Co., Brockton, Mass.... 5 


Packard, M. A., Co., Brockton, Mass 

Paristyle Footwear Mfg., Co., Inc., 
York Cit 

Powell & Campbell, 


Reynolds, Bion F., Brockton, Mass 
Rice-O’Neill Shoe ‘Co., St. Louis, Mo 
Richards & Brennan Co., Randolph, — 
Robertson Shoe Co., Minneapolis, Minn. 


Saks, M. J. Shoe Corp., New York City... 
Schwartz & Herder, Inc., Phila., Pa 6 
Shaft-Pierce Shoe Co., Faribault, Minn.... 
Shaw, M. T., Co., Coldwater, Mich 

Smith, Wm. Summer, Chicago, IIl 
Stacy-Adams Co., Brockton, Mass 

Swan Shoe Co., Baltimore, Md 


—— s Wearwell Shoe Co., New York — 


LEATHER AND OTHER MATERIALS 


American Hide & Leather Co., 
Mass. 


Armstrong Cork Co., Lancaster, Pa 


Boston, 
10 


Beebe, Lucius, & Sons, Boston, Mass.2nd Cover 
Brown Company, Portland, Me 57 


Camden, N. J. 
Front Cover 
er 2 


Co., 
& Cook Co., 


Inc., 


Boston, 
Evans, John R., & Co., Camden, N. J.....8-9 
=. A. F., & Sons, ,Inc., Milwaukee, 
Lawrence, A. C., Leather Co., Boston, Mass. 
Lilly Leather Co., Boston, Mass 47 


Northwestern Leather Co., Trust, Boston, 
Mass. 


Ohio Leather Co., Girard, Ohio........... 36 


rie & Vogel Leather Co., Milwaukee, 


Roberston Leather Co., New York City.... 


Zapon Company, Stamford, Conn 


MACHINERY, LASTS, MFRS.’ SUPPLIES 


DRESSINGS, ETC. 


Beckwith Co., Boston, Mass 


Compo Shoe Machinery Corp., New York 
City 34-35 


Mears, Fred W., Heel Co 67 
Meyer, Frank C., Co., Inc., Brooklyn, N. Y. 76 
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Our Advertisers In This Issue 





Pollinger, M. D., Co., St. Louis, Mo SHOE STORE EQUIPMENT 


es Fast Color Eyelet Co., Boston, 


3rd me American Seating Co., Chicago, Ill 


— Shoe Machinery Corp., Bost 
12-13, 38-39, 44, 71 


Renton Heel Co., Lynn, Mass 
Foot Measu-Fite Inc., New York City 


Milbradt Mfg. Co., St. 
SHOE ACCESSORIES Segall & Co., Phila, Pa 
Gold Seal, New York City Shoe Form Co., Auburn, N. Y 
Imperial Spat Mfg. Co., Denver, Colo..... 


Manolis Mfg. Co., Chicago, Ill 
Miller, O. A., Treeing Machine Co., Brock- 
45 


ton, Mass. MISCELLANEOUS 


Rauh, 8., & Co., New York City 
Star Footwear Mfg. Co., Phila., Pa 


Whitcher, Frank W., Co., Boston, Mass... Collingwood, The, New York City 
Williams Mfg. Co., Portsmouth, Ohio 
Hotel Lincoln, New York City 
Hotel Sinton, Cincinnati, 


Hotel Plymouth, New York City 


SHOE ORNAMENTS Kirsch-Blacher Co., New York City 


—_ Slipper Supply Co., New York 7 Marbridge Bldg., New York City 
Simon, L., Co., New York City 


Vanity Novelty Works, Brooklyn, N. Y.... 
Stauffer, B., Los Angeles, Cal 








GETTING MORE 
SHOES SOLD RIGHT 


BooT AND SHOE RECORDER PUBLISHING CO. 
239 West 39TH Street, NEw York City 
EVERIT B. TERHUNE, President 


WILLIAM M. LEBRECHT 
Vice-President and Treasurer 
Vice-Presidents 
H. WALTER SCOTT B.C.BOWEN HARRY A.CHASE CHARLES H. FURBER 





Secretary 
ARTHUR D. ANDERSON 
Directors of the corporation, in addition to 
the above-named officers: 
A. C. PRARSON HuGuH M. Bowan 
Ownpn A. THOMAS L. F. DutTTron 
Division of United Business Publishers, Ine. 


P. M. FAHRENDORF 
R. L. SEWARD 








Branch Offices: 
Sr. Louis 
1627 Locust St. 
ROCHBSTER 
115 Ellwanger and Barry Bldg. 


SUBSCRIPTION RATES 


The subscription price of the Boor anp SHos Recorper is $3.00 for one pose, which includes 
postage in the United States, its possessions and Cana 
FOREIGN SUBSCRIPTION——The price to all foreign countries except ‘the shove is $10.00 per 
year including postage. 
All subscriptions are payable in advance. Single copies 25 cents. 


Boston 
140 Federal St. 
PHILADELPHIA 
1201 Chestnut St. 


CHICAGO 
Republic Bldg., State and Adams Sts. 


CINCINNATI 
501 First Nat. Bank Bldg. 








A request for change of address must reach us at least thirty days before the date of issue 

with which it ts to take effect. Duplicate copies cannot be sent to replace those undelivered 

through fatlure to send advance notice. With your new address be sure also to send us 
the old one, inclosing if possible your address label from a recent copy. 





Entered as second class matter Sept. 19, 1925, at the Post Office at New York, N. Y., under the act of 
Mareh 8, 1879 


Member, Audit Bureau of Circulations; Member, Associated Business Papers, Inc. 
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Dave’s Display Decorations, New York City 76 


Cc. L., & Co., Inc., Worcester, 
5 


Associated Business Papers, Inc., New York a 


Illinois College of Chiropody, Chicago, Ill.. ! 





Next Week 


you will find 
in the 


Boot and Shoe 
Recorder 


E tell the owner of a one-man 

store how to get out of his rut. 
He is slave to the narrow idea that he 
is all-important; that no other person 
can do his work. He has not done his 
duty to the store because he has not 
trained someone to take his place, even 
for one hour. Some of these one-man 
store owners cannot afford to go out 
to lunch—something might happen to 
the business while they are out. We 
open his eyes to the new method of 
business. We show him how to grow a 
little larger and a little better and that 
if he doesn’t, it is time to quit. 


AAA 


N this issue we also show all the com- 

modities needed in a well-balanced 
family shoe store and we explain that 
a fixed rate of mark-up is impossible. 
Goods must be priced at what they will 
bring. Profit varies with the public’s 
appreciation of the goods. 


AAA 


MARQUISE VAHDAH DE BONIS 
contributes another of her inter- 
esting articles from Paris, source of 
style inspiration, and discusses prevail- 
ing trends in footwear and fashions 
generally. With this feature we illus- 
trate striking new patterns, which 
promise to prove popular in Paris and 
perhaps to influence the course of foot- 
wear fashions here. 


AAA 





| Video Ontt Box Toes 


Leading shoe manufacturers, the country 
over, have made this decision .. . 


To faithfully reproduce and retain that 
style so essential at the TOE of the shoe 
... the selection of Vulco-Unit Box Toes 
is always the right move. 


In the Vulco-Unit family you will find a 
Box Toe specifically designed for various 
types of footwear. 


Beckwith Manufacturing Co. » Statler Building + Boston, Mass. 
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